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1—Organization of an integrated and articulate construction industry 
which will provide more and better building products to consumers at 
lower real costs with fair wages and profits to all who serve in the in- 
dustry. 2—Coordination of all production, marketing, research and 
professional activities concerned with the development, sale, and delivery 
to the consumer of building products—including the functions of the 
manufacturer, wholesaler, retailer, architect, realtor, contractor, me- 
chanic, financier, association official and public servant. 3—Identifica- 
tion of the building products merchant as a central headquarters for the 
industry’s consumer selling activities in the local community. 4—Per- 
petuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. 5—Informative, educational and 
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PL Architectural Quality Redwood offers exceptional paintability. PL Redwood is “tops” |) sy 
As a species, Redwood holds paint up to 35% longer— requires in these outstanding suet 
repainting less often—and suffers least when weather-protection 
becomes inadequate. Beyond this, PL brand Redwood provides 
the finest texture and grain for quality construction. Its superiority 
is deep-rooted in years of manufacturing perfection. So, when you 
buy—be sure to specify PL Certified Dry Redwood—it’s the best 
of the best. 


Note: For an impartial analysis of Redwood’s outstanding values, 
write for Data Book No. JG, today. 
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New mobilization director. Henry H. Fowler has 
) been appointed director of the national mobili- 
zation program; the office formerly held by 
» Charles E. Wilson. Fowler came into the mobi- 
lization setup about a year ago, as deputy 
chief of the NPA. Since then he’s been ap- 
pointed head of the NPA; also head of the 
DPA. And he was holding both these offices 
when appointed director of the ODM. 




























ased controls in 53? The National Production 
Authority put out a release, following the 
meeting of the NPA Construction Advisory 
Committee, announcing the proposed inereases 
in the amounts of controlled materials to be 
self-authorized for most types of construction; 
also announcing the relaxation of the ban on 
recreational construction. A good many people 
got the impression that this softening up of 
controls was due right about now. The NRLDA, 
however, pointed out that the new directive 
will be issued soon, but orders bearing certifi- 
cations under this new Direction must not call 
for delivery before April 1, 1953. 


o you like controls? Tighe E. Woods, it seems, 
has been taking some kind of private poll to 
find out what the general run of citizens, es- 
pecially housewives, want him to do about 
controls. He says if he finds the public doesn’t 
want the things, he’ll ask the President to send 
the whole collection to the museum. Some 
derogatory news hands are guessing that Tighe 
will be careful what people he asks; that he’ll 
be in no hurry to poll himself out of a job. 
The Stabilizer has already suspended a lot of 
price ceilings. When retail price tickets are 
| well below ceilings, the controls don’t mean 
4 _ anything much; and suspending them is a 
_ smart political move in an election year. 


The fall pick-up in business. The upturn that 
+ most people have been expecting or at least 
a hoping for, seems to be getting up speed. The 
tops || smart players think government spending for 

defense will not reach its peak until ’54 or 
— / so. In fact the Defense Production Adminis- 
| trator (now also Director of ODM) says the 
J Shrinkogtp § big lift of the defense program will carry on 
_ until 55. But that’s too far ahead for guesses. 
ntion [> However, business will hold pretty high until 
/ at least the peak of defense spending is 
lity ' reached. 


] qualiti 


ity 
GI houses defective. A Congressional committee 
Investigating veterans’ housing made a _ hot 
report, some couple of weeks ago. Representa- 
_ uve Olin Teague, head of the committee and 
Y ) himself a veteran who was wounded a number 
| of times, said the investigators had found bad 
——} conditions; especially in larger cities where 

living units were scarce and former service 
angelsi ‘en were desperate for homes. In a good many 

@ Of these sellers’ markets, prices as usual went 
AT!°™S up and standards went down. 


yility 
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Criminal conspiracy found. The committee found 


not only leaky basements, faulty construction 
and even sub-standard materials but also evi- 
dence of bribery, favoritism and the other dis- 
mal factors that show up too often when pres- 
sure for housing makes for speed at the 
expense of standards It’s pretty tough when a 
Congressional committee can and does report 
a “criminal conspiracy” among government 
officials, mortgage lenders and builders. 


What to do? The industry has long suspected 


that all was not right in this forced-draft 
building. We still think that little if any of 
such an unfortunate situation can be charged 
to established and responsible material dealers 
and contractors. Too many mushroom oper- 
ators showed up. Too few inspectors; too little 
over-all checking. 


Lumber dealers’ stake. This industry has an 


interest second only to that of the service men 
in getting the business straightened out and 
the houses made useful, if that is possible. 
Consider the number of units involved. If no 
more than ten per cent of even five per cent 


_ of veterans’ houses are as bad as the Congres- 


sional committee seems to think, this is enough 
to poison public opinion for years to come. 


Homes for the aged. A new kind of building is 


getting a lot of attention; the building of hous- 
ing for people who are not so young as they 
used to be. Well, maybe you don’t aim to be- 
come a geriatricontractor (ouch; don’t DO 
that), but maybe you should. You may, with 
luck, get along in years, yourself, and want 
a house with non-slip floors and no thresholds 
to fall over, shelves within easy reach, and 
bathtubs with seats and handgrips. Anyway, 
the idea is being much studied, for the good 
reason that a lot of people are on the shady 
side of middle age; and these people, in a way, 
make up a new or at least a different market. 
There are more than 450,000 people past sixty- 
five in Massachusetts. Los Angeles County, in 
California, has 350,000. 


Research underway. There’s experimental work 


going forward in a number of areas; in the 
designing, financing, furnishing and decorating 
of homes for elderly customers. The Building 
Research Advisory Board, of this city, reports 
a highly successful conference on the general 
subject, held this summer at the University 
of Michigan. ... You may not want to study 
up professionally on gerontology; but it’s safe 
to say you have some customers who’d like 
to have new houses or remodeled places fitted 
for their advancing years. It’s pretty amazing 
how much practical information there is on 
the subject. 









Walled Lake FLUSH DOORS | 


IN BEAUTIFUL BIRCH AND GUM VENEERS 
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® QUALITY MATERIALS |” 
© SOUND CONSTRUCTIONDi: 
® LOWEST COST 


Remember...You can’t tell by 
looking ... they all look alike 
SELL THE DOOR 


WITH THE ALL-WOOD 
LADDER CORE! 








VOLUME PRODUCTION + QUALITY — MORE VALUE! 


Walled Lake volume production secures quality materials at 
quantity prices, cuts manhour costs per door. Walled Lake pro- 
duction control standardizes quality at uniform high levels. 


Walled Lake design and construction assures structural strength 
and durability. 








The result is a better door and more of them for less money! 


eCHECK THESE QUALITY FEATURES! ==> 


| Air vents at top and bottom combined with Highly water resistant POLYVINYL RESIN 
e ladder core provide continuous air circulation © GLUE is used for all interior doors . . . it is 
- + « prevent warpage and delamination. not affected by weather conditions and is endorsed 
by Formica in Woodworking Digest, March 1950. 
2 One inch trim may be cut at either end with Highly waterproof UREA FORMALDEHYDE RESINS 


® no danger to saw travel or weakening of con- are used for exterior doors. 
struction. 


3 Two lock areas 434” x 24” permit installing 5 Seven-ply all wood construction. Plywood 
° hardware on either side and rotating door for © panels are ALL-BIRCH (or ALL-GUM), guard- 
matching grain and positive door balance. ing against warpage and delamination. 


QUALITY BUILT FOR LASTING BEAUTY AND SATISFACTION 
. YET PRICED SUBSTANTIALLY BELOW DOORS OF SIMILAR QUALITY 


U Ly: Walled ake DOOR CO. : 
oY WALLED LAKE, MICHIGAN § 
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NEWS BRIEFS 


Low lumber inventories. On the West coast the lumber mar- 
kets generally are affected by a lack of confidence at both dealer 
and manufacturer level. Business seems to be on a day-to-day or 


rs pt the best a week-to-week basis. 
Car Shortage improving. Western railroads now say that 
empties are arriving in a satisfactory volume and that the shortages 
‘of several weeks ago are rapidly disappearing. The Great Northern, 
for-example, has rushed special trains of empties from the east 

’ to relieve the car shortage. : 

) 


Money will still be tight. The lifting of Regulation X, unfor- 
unately will not solve the presently tight mortgage money situation. 
fany lending institutions will continue their policies of limited 
ortgages and substantial down payments. 





Some lower down payments. It is generally believed that banks 
vill modify their requirements on homes selling over $12,000. Relief 
for builders in this bracket is definitely expected and they are mak- 
! bj ing their plans for Fall anticipating a much lower cash down pay- 
ment. 


Money in demand. There has been constantly increased calls 
for loans by industry, farmers and the like. Residential loans must 
face this competition, creating a generally disturbed overall picture. 
And there’s nothing in sight that indicates 4 per cent VA loans will 
, be more acceptable in the period just ahead, except at a discount. 


























A new Fanny May. The FNMA resumed purchasing of eligible 
HA insured and VA guaranteed mortgages on non-defense and 
on-disaster housing on September 2. About $400 million is now 
vailable for new mortgages. To be eligible homes have been 
nsured by the FHA or guaranteed by the VA before February 29, 
952. Also, not more than 50 percent of the VA mortgages and not 
ore than 25 percent of the FHA mortgages, may be offered for 
urchases by FNMA. Experts predict Fanny will be a busy girl the 
ext few months handling a large volume of mortgages. 





End of price controls. Within 60 days we may expect price 
ontrols will be off everything bought directly by the consumer, 
(With the exception of food, automobiles and larger appliances. Con- 
[trols are expected to remain on metals and other basic materials. 
#rice rises are not expected after the lifting . . . inventories are 
High ... competition is keen . . . most goods is already selling well 
sppelow authorized ceilings. 





Dealers optimistic again. As mentioned in our Washington 
folumn the sales curve is rising once again and some dealers are 
tempted to speculate in inventories of certain products. Economists 
#re suggesting that you avoid this policy. It’s no secret that many 
#rge corporations are playing a cagy game with special emphasis 
mn adequate, but carefully controlled inventories. 





z 
For |P 
AR i Construction in 1953. There will be a tremendous backlog of 
R ommercial construction in the coming year. State and local gov- 
, tnments alone plan to spend 15 percent more in 1953, catching up 

#2 projects delayed by restrictions and the steel strike. Best guess 
: that residential building will be below the 2 million or more homes 
Brected this year. 














Building costs up. Increased wages have boosted construction 
osts in 8 northeastern and north central states by 3 percent in the 
past six months, according to the Dow Service Inc. Increases range 
| _ — in Syracuse to 8 percent at Cleveland and Youngs- 
| » Ohio, 


dditional news on page 10. 
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Material Stocks 
Near High Mark 


Although the output of most 
building materials has declined 
somewhat from the high level 
of a year ago, stocks of most 
items are still not far below 
postwar record levels, the Fed- 
eral Reserve Board has dis- 
closed. 

In a survey of real estate 
markets in 1952, the FRB re- 
ported that stocks of lumber at 
mills and concentration yards 
reached a postwar high at the 
beginning of this year and 
since that time have changed 
very little. Retail lumber 
stocks increased only slightly, 
and stocks of lumber products 
in the hands of manufacturers 
have been declining, but are 
substantially larger than last 
summer. 

Prices Vary. Commenting on 
the prices of building materi- 
als, FRB stated that “prices 
charged by building materials 
dealers to contractors have 
varied among the cities for 
which such information is 
available, but most materials 
have changed little this year.” 

Turning to construction em- 
ployment and wages, FRB re- 
ported that the labor supply, 
both skilled and unskilled, is 
available throughout the coun- 
try, “whereas a year ago brick- 
layers and plasterers were re- 
ported in short supply in some 
areas.” 


Veach Heads Lumber 


Survey Committee 

John B. Veach, President of 
the National Lumber Manufac- 
turers Association, has been 
appointed Chairman of the 
newly revamped Lumber Sur- 
vey Committee. This industry- 
sponsored committee submits a 
quarterly report to the Secre- 
tary of Commerce covering a 
national survey of the current 
status in lumber supply and 
demand. 

The report includes statistics 
on lumber production, ship- 
ments, orders, stocks, exports 
and imports and estimated con- 
sumption. Also given is infor- 
mation on the important 
lumber-consuming industries— 
buildin g and construction, 
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NEWS BRIEFS 


Public Housing scandal. The grand jury at Houston has in- 
dicted the local manager of the city’s Public Housing Authority on 
17 counts. Specifically, the manager is alleged to have kept $4,505 
in cash he collected as rent and a thorough audit is now underway 
on all public housing projects in Houston. Strangely enough, 
although $70,000 was collected yearly from these projects, an audit 
hasn’t been made for 7 years. The Houston community expects fur- 
ther developments. 


Who benefits from public housing? The situation at Houston 
perhaps would be less disturbing if the people who needed the hous- 
ing were actually approving and using the housing. As a matter 
of fact the new 3 million dollar Clayton Homes public housing unit 
is just 57 percent occupied, as we go to press. 


National magazine tells the story. “U.S.A.”, the magazine of 
American Affairs, in their current issue features an article telling 
why people prefer private vs government housing. For about the 
same rent, the article points out, residents in New York renting 
from private groups get larger rooms, more closet space, superior 
equipment and better maintenance. The piece is good ammunition 
for cities with a public housing fight on their hands. 


The cement shortage. The Northwestern Lumbermens Asso- 
ciation, at Minneapolis, is now writing all cement companies request- 
ing assistance for its members harried by slow cement deliveries 
during the past month. Cement producers say they have large con- 
tracts with priority over dealers’ requirements. 


Lumber suspension and decontrol. Logs and bolts cut east of 
the 100th meridian, a line running north and south in about the 
middle of North Dakota and Texas, is now decontrolled. Also exempt 
will be sales of ungraded rough Southern Yellow Pine by manufac- 
turers when sold to a buyer whose sales are subject to CPR-149. 





tion of contract employment 
figures for the month. 
Total new construction ex- 


Steel Strike Delays 
Monthly BLS Reports 





The Bureau of Labor Statis- 
tics monthly report on con- 
struction expenditures will be 
delayed until the middle of this 
month in order to fully deter- 
mine the effects of the steel 
strike on the construction in- 
dustry, a BLS spokesman re- 
ported. 


He stated that for the first 
time in a number of years, issue 
of the monthly report will be 
held up while the Bureau con- 
cludes its efforts to learn if the 
steel strike has measurably ef- 
fected construction expendi- 
tures for the month of August. 
The report is generally issued 
the first of each month. 

“There are a number of 
sources at our disposal to help 
us determine this,” he ex- 
plained. One principal source 
he mentioned was an examina- 
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penditures for the month of 
July totaled $3.1 billion, a 
three percent increase over the 
previous month and a seven 
percent rise over July of last 
year. This indicates, said BLS, 
that the steel dispute “had lit- 
tle adverse effect on the tempo 
of on site operations during the 
month.” 


NLMA Issues New 
Lumber Booklet 


The National Lumber Manu- 
facturers Association has an- 
nounced publication of its new 
booklet, “Lumber: From For- 
est To You,” a_ present-day 
review of the organization eco- 
nomics, progress and. accom- 
plishments of the lumber in- 
dustry. 

According to Leo V. Bodine, 


NLMA Executive Vice Presi. 


dent, the information and facts) 
in this 24-page booklet werl: 
compiled to help promote a| 
better public understanding of} 
the lumber industry. The Asso.| 


ciation believes that the infor. 
mation should go far toward 
acquainting others with the 
tremendous progress of the in. 


dustry during the past several] 
years and with the industry's} 
tree} 


aggressive research and 
growing work. 

“Lumber: 
You” also presents a conveni- 
ent glossary of lumbermen’ 
technical terms, and includes a 


comprehensive listing of refer-| 
ences for those desiring fuller 


From Forest To} 


& 


- A tt i 





knowledge of a particular phase}} 


of the lumber industry. 


Back to School 
For Eastern Dealers 


There are 40 good reasons} 
why lumbermen are interested . 
in the Retail Lumber course} 


which opens October 1 in New 
York City at the City College 


Midtown Business Center. The} 
40 reasons are 40 men—all top| 
manufacturers representatives] 
experienced lumber yard mej 
and association executives—| 
who act as instructors during} 


the Center’s intensive 150-hour 
course. 

The curriculum is _ divided 
into three major divisions— 





product information, construc 


tion and estimating, and ger: 


broken down into its compe 
nent part which receive indi} 
vidual treatment. Lectures) 
workshops, field trips an(p 
training films are employed tiff 
the best advantage. The cours 
is sponsored by the Nation 
Retail Lumber Dealers Assoc! 
ation, the New York Lumb 
Trade Association, and tht 
Northeastern Retail Lumberf 
men’s Association. i 

Other lumber courses to lt 
offered this fall by. the Centt! 
include a course in Millwotl} 
for Lumbermen and a cour 
in Home Building. The Mil} 
work for Lumbermen cou!) 
opens November 6 and meth} 
Thursday.evenings. The 45-houlh 
course runs for 15 weeks. Tit) 
course gives comprehensl') 
coverage to take-off from blut) 
prints and estimating and fal 
ric details of all types of stot 
millwork. 
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fasy-to-work-with MICARTA panels make it a cinch for the BEAUTIFUL NEW PATTERN 


modeling homeowner to beautify kitchen work +t 
hrfaces. A few basic tools and a free Saturday are all ARD| CRIS 
man needs to complete the job. The little “urging” he 


ay need will come from his wife who, like thousands 





divided 
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nstruc 












other American housewives, has learned the story 

MicaRTA magic from national advertising. 

When this ever expanding “do-it-yourself” trade comes 

your store, you'll make a friend as well as a 

ofit if you suggest and supply MicaRTA panels. 

ave them available in these easy-to-use sizes: 24” x 96”, 

"x 60”, 30” x 96”, 48” x 96”. Fill in the ‘coupon for 

formation on how you can become a MicarTA Dealer. 
J-06497 
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largest plywood organization in the world 
ym bn and U.S.—MENGEL PLYWOODS - INC. 
and fal 


of stock 


UNITED STATES PLYWOOD CORPORATION 
55 West 44th Street, New York 36, N. Y. 


Please send full information on your MICARTA 
Dealer Plan. 
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Quick Shipment 
in DOUGLAS FIR 





High speed equipment gives 
smooth manufacture. Our crew 
works with our management to 
give you extra fast service. 





Fast shipment for the exact 
lengths and widths you need in 
standard green Douglas Fir. No 
“cats and dogs” leftover to run 
away with your profit. Air-King’s 
quick service cuts your inventory 
— increases your turnover and 
your profit. 


SPECIFIED 
LENGTHS 
GRADE 
STAMPED 


Shipped fast and on 
time! Let us demon- 
strate. 





Tigard, Oregon 
12 


Agree Warranty 
Poses Problems 


Both the Teague committee 
and the National Assn. of 
Home Builders are in agree- 
ment on one thing—a manda- 
tory builders’ warranty would 
present some “administrative 
complexities.” 

While the Teague group, 
which recently published a re- 
port on irregularities in VA 
backed housing throughout the 
country, recommends that 
sales contracts on VA-insured 
homes contain “specific guar- 
anties or warranties for a 
period of one year on heating, 
plumbing, electrical fixtures, a 
dry basement, sound roof, and 
satisfactory septic tank,” they 
nevertheless oppose a manda- 
tory builders’ warranty. 

Speaking of a mandatory 
warranty provision that was 
included in the House-passed 
version of the Korean GI Bill, 
later removed by the confer- 
ence committee, the report 
stated that the “ultimate ob- 
jective of the proposed war- 
ranty is desirable; however, it 
is doubtful that the proposed 
warranty would function satis- 
factorily without a number of 
serious administrative com- 
plexities. It is believed that 
the objective of the proposed 
warranty can be accomplished 
without injecting the Federal 
Government in the role of an 
umpire or mediator charged 
with responsibility of adjudi- 
cating or enforcing a_ war- 
ranty.” 


The home builders of course 


feel much the same way. After F 
release of the committee’s re. 


port, a NAHB spokesman 
called attention to the fact that 


106 local affiliates now have} 
adopted the NAHB warranty,> 


which is in effect a home-own. 
ers service policy that tells 
where the builders’ responsibil. 
ity ends and where the owners’ 
begins. At least 96 percent of all 
affiliates have either adopted 
the service policy or are consid. 
ering its adoption, he added, 
and many builders have their 
own individual warranty. 


Defense Housing 
Heads FNMA Purchases 


Nearly three-quarters of all 
mortgages purchased by the 
Federal National Mortgage 
Assn. during July were mort- 
gages on defense housing. 

The president of FNMA, J.S. 
Baughman, stated in his 
monthly report to the Housing 
& Home Finance Agency that 
73 percent of the $6 million 
worth of 646 mortgages pur: 
chased by FNMA last month 


assisted the financing of de} 
fense housing in critical de} 


fense housing areas. 
The remaining 27 percent 
were mortgages on disaster, c0- 


operative, and Alaska housing.) 
Of the $6 million in mortgages}” 


purchased, $3 million wer 
purchased over-the-counter and 
$3 million were based on com: 
mitments previously issued, he 
added. 





_ ‘ Rilorcgaees tie mie 


Ancient Cedar Arch 


This 1000-year old cedar was 
recently felled and placed to 
form a unique arch in a prime- 
val forest park at Vancouver, 
British Columbia. The arch was 
raised at a cost of $4,000 as a 





symbol to honor the logging in- 


September 





dustry in the Vancouver are 
Total length of the tree was 12 
feet and it was 12 feet in dial 
eter. The core was filled wit 
cement for protection and the 
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industry believes the tree wil 
last another 1000 years. 
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— Advance-Design 
“i 
Laney 
that FF 
nave Fy 
nty, Fy 
)Wn- 
talls CHEVROLETS LIST FOR LESS 
sibil- First cost—the list price—is less for a Chevrolet than for any 
ners’ comparable truck capable of handling the same payload. 
ry a Chevrolet's position as the world’s largest manufacturer of 
f all trucks makes possible production savings that are passed on 
pted to you. 
nsid- 
ded, COST LESS ON THE JOB 
their Proved Chevrolet truck features save money over thousands 
of miles. Time-tested Valve-in-Head engines, rugged hypoid 
rear axles, extra-sturdy channel-type frames, Flexi-Mounted 
cabs, Ball-Gear steering, Synchro-Mesh transmissions, all con- 
tribute to low operating costs with high dependability. 
S EACH TRUCK TAILORED TO ITS JOB 
. Every Chevrolet truck is factory-matched to the job it’s going 2 
f all to do. Tires, axles, frame, springs, engine, transmission, and 
the brakes are right for the operating conditions and load. What- 
age ever your job is, there’s a Chevrolet truck to fit it. 
mort- 
J. = ‘ WORTH MORE AT TRADE-IN TIME 
hie Tila | Chevrolet trucks traditionally bri le than oth 
is evrolet trucks traditionally bring more at resale than other 
using y \e H EV oO LET y/ makes costing about the same when new. Chevrolet trucks keep 
; | | their value longer and give you real, substantial savings right 
; that 0. up to the day you sell them. See your Chevrolet dealer soon. 
illion 
pur: 
nonth CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 
f de TWO GREAT VALVE-IN-HEAD ENGINES— shifting e HYPOID REAR AXLE—for duty models e CAB SEAT—with double-deck 
1 de Loadmaster or the Thriftmaster—to give dependability and long life e TORQUE- springs for complete riding comfort e VENTI- 
you greater power per gallon, lower ACTION BRAKES—on light-duty models e PANES—for improved cab ventilation e WIDE- 
srcent cost per load e POWER-JET CARBU- PROVED DEPENDABLE DOUBLE-ARTICU- BASE WHEELS—for increased tire mileage e 
a RETOR—for smooth, quick acceleration LATED BRAKES—on medium-duty models e BALL-TYPE STEERING —for easier handling 
or, C0- response e DIAPHRAGiM SPRING CLUTCH— TWIN-ACTION REAR BRAKES—on heavy- e UNIT-DESIGNED BODIES—for greater load 
using. for easy-action engagement e SYNCHRO- duty models 5 DUAL-SHOE PARKING protection e ADVANCE-DESIGN STYLING—for 
gages MESH TRANSMISSION—for fast, smooth BRAKE—for greater holding ability on heavy- increased fort and dern appearance. 
were . CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
or and 
| COM: 
ed, he 
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THE LUMBER MARKET 


Tacoma 


Relative quiet prevails along 
the lumber and logging front 
throughout this area, a condi- 
tion not unusual at this time 
of the year. Log production 
has not suffered too severely 
because of summer closures, 
since most operations have 
been on ‘“hoot-owl” schedules 
whenever there has been a seri- 
ous forest fire hazard. Despite 





the inconvenience they have 
caused, these shifts have paid a 
substantial dividend, logging 
operators generally agree, in 
ous proportions have _ been 
reported this year. This is sub- 
stantiated in reports from ad- 
jacent areas where similar con- 
ditions prevail. 

Hugh S. Allen, manager of 
the district office of the state 
employment security depart- 
ment at Centralia, says that 
lumber mills and logging 
camps in Lewis county are op- 
erating at capacity and that 








Products which 
may be used in 


PHILIPPINE 
MAHOGANY 


Plywood 

Mouldings 

Lumber 

Doors 

Tropicwall 
Paneling 

Apitong Flooring 
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and watch your profits grow. 


gd 
4 Se 


You'll be amazed at how fast your profits soar 
if you AIM TO SELL A ROOM... instead of 
separate pieces. 

Plywood, Mouldings, Lumber, Doors, Tropic- 
wall Paneling, and Apitong Flooring — all of 
Philippine Mahogany make one complete 
luxurious room interior, And there is a choice 
of several species: White Lauan, Red Tan- 
guile, Almon. 

Philippine Mahogany is a low cost economical 
Hardwood Plywood that has the luxury look. 
Upkeep is also economical because once a 
room is paneled in Philippine Mahogany, it 
needs no re-painting, no re-papering, no ex- 
pensive remodeling. It will last a lifetime. 


Sell Rooms of Philippine Mahog- 
any and watch your profits grow. 
Mail coupon today. 








MAHOGANY. 








AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue, Chicago 22, Illinois 
Please send special literature on complete ROOMS of PHILIPPINE 
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maximum operations are ex. 
pected to continue throughout 
the Fall months. Allen predicts 
that the lumber-logging output 
in his area for 1952 may be the 
heaviest in the past five years. 

Three salvage sales of Olym. 
pic national forest timber last 
week brought a total of $36,000, 
the minimum acceptable price, 
according to federal forestry 
Officials. The timber, in the 
Calawah area near Forks, was 
damaged by fire last year. Joe 
Cecil Lumber Co., Inc., of Port 
Angeles, bought two tracts 
containing 4,285,000 board feet 
of timber and 195 cords of 
pulpwood for $21,000. The 
third tract, containing 1,810- 
000 board feet of timber and} 9% 
100 cords of pulpwood, went tof ™ 
H. J. Craft Co., Olympia, for} ° 
$15,000. " 
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Seattle 7 


The trend of nearly all for. 
est products sold here is down- 
ward. Since the previous re. 
port in this column green fir 
dimension, hemlock dimension, 
ponderosa pine and Englemam 
spruce have definitely weak-} 
ened. Shingles have continued] 
soft and cedar siding is de} 
scribed as steady to soft. 

A car shortage is contrib-| 
uting to the holding power of} 
the market but once this is over 
and Canadian production 
comes in the outlook is for 4 
still weaker market. 

Lumber for export has been} 
dropping in the heavier sizes} 
with British Columbia actively 
seeking business. There is n0 
strength to any of the export 
markets. 


While upper fir and hemlock 
items remain steady dimension 
has taken a tumble. Green fil 
dimension in 1 and 2 specified 
lengths has dropped some $5. 
the past month and No. 3 ral- 
dom is down $5 and $6. Dr 
hemlock dimension in the same 
categories is off $5.00. Shingleg 
are a little weaker in No. 2 pel 
fections and XXXXX. Porg 
derosa pine selects and _ sho) 
have dropped $5 and Engle|jp, 
mann spruce boards and di|}i2"¢2, 
mension are reduced from $2.5! : maid 
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California is the most active) 
market for shingles but the 
overall demand is weak. Sidilf—} g, 
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Subsidiary of Owens-Illinois Glass Company 





KIMBLE GLASS COMPANY 
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STAIR HALL 


Hrree 12” blocks with individual frames 


include light...include privacy...include INSULUX 





Insulux Glass Block® offers you opportunities to create new archi- 
tectural designs that cannot be achieved with any other material. 


For specifications using Insulux in these or other designs, 
write to Insulux Glass Block Division, Kimble Glass Company, 
Dept. ALY, Box 1035, Toledo 1, Ohio. 


Toledo 1, Ohio 











is mostly described as slow 
with prices steady but there 
are traders who declare it can 
be purchased $5.00 cheaper in 
clear and “A.” 

Building in King county con- 
tinues ahead of Seattle, its 
principal city. 


Kansas City 


Pronounced strength was 
manifest in the southwestern 
lumber market in recent days, 
reflecting a _ rising building 
trend in some of the larger 
cities in the area and low in- 
ventories of retailers and 
wholesalers alike. Prices 
worked higher as orders were 
placed. In many instances yel- 
low pine was bringing the ceil- 
ings. 

Mills reported that short- 
ages are developing in some 
particular species, notably 1 by 
8 No. 2 shiplap, which gen- 
erally brought the ceiling of 
$92 a thousand for kiln-dried 
stock and $85 for air-dried. In 
restricted lengths mills were 
getting as much as $88. 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tite, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 











CHRISTMAS IS JUST 
AROUND THE CORNER 


Good dealers say that 
this holiday season is rap- 
idly becoming one of the 
best promotional periods of 
the year. A special section 
in our next issue will tell 
you about some real profit- 
making products to sell 
for this season. Detailed 
articles will show you how 
to display and promote 
Christmas’ merchandise. 
Don’t miss these special 
merchandising articles in 
the next issue—October 6. 








it WORKS BETTER. 










Most dealers report: 4 
“Our sales of Dur- \A 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on. 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or c ip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 







































The PLASTIC Repair Material 


in POWDER Form 
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-*) DONALD 
DURHAM 
{COMPANY 
‘4 Des Moines 4 


Reports to the effect that or- 
ders were larger than produc- 
tion were general and the in- 
dustry is expecting this trend 
to continue for a spell. Line 
yards had been slow in buying 
ahead for the fall and now are 
rushing in to place orders, re- 
questing immediate deliveries. 
There is a considerable number 
of requests for supplies for 
special jobs. Industrial inquiry 
has shown some pickup. 

Encouraging to the industry 
has been some improvement in 
the hardwood market, which, 
for months, has been virtually 
demoralized. More hardwood, 
notably gum, is being sold and 
it is hoped this may be the 
turning point. 

The weather has been ideal 
for production, but with a host 
of little operators out of the 
market due to the inability to 
buy timber at current prices 
and obtain a profitable conver- 
sion, the current demand is in 
excess of current production. 


Nationally 


Lumber shipments of 458 
mills reporting to the National 
Lumber Trade Barometer were 
4.3 percent above production 
for the week ending August 





30, 1952. In the same week new 
orders of these mills were 4.1 
percent above production. Un- 
filled orders of the reporting 
mills amounted to 43 percent 
of stocks. For the reporting 
softwood mills, unfilled orders 
were equivalent to 23 days’ 
production at the current rate 
and gross stocks were equiva- 
lent to 50 days’ production. 

For the year-to-date, ship- 
ments of reporting identical 
mills were 4.0 percent above 
production; orders were 2.8 
percent above production. 

Compared to the average 
corresponding week of 1935- 
1939, production of reporting 
mills was 36.1 percent above; 
shipments were 41.4 percent 
above; new orders were 48.1 
percent above. Compared to 
the corresponding week in 
1951, production of reporting 
mills was 9.3 percent above; 
shipments were 3.8 _ percent 
above; and new orders were 7.3 
percent above. 


Western Pine 


Production of Western Pine 
and Associated Woods by. the 
86 mills reporting to the West- 
ern Pine Association for the 
week ending August 30, 1952 
totalled 64,565,000 feet. This 
compares to 59,797,000 feet for 
the same period a year ago. 
Shipments for the week ran to 
61,722,000 feet, 4.4 percent be- 
low production. For the same 
week last year shipments were 
63,440,000 feet. Orders for the 
week were 61,498,000 feet, as 
compared to 60,764,000 feet af 
year ago. Unfilled orders alf 
the week’s end totalled 176, 
590,000 feet, while gross stocks 
amounted to 607,579,000 feet. F 


Southern Pine 


The production of Southern f 
Pine by the 101 mills reporting 
to the Southern Pine Assocla 
tion for the week ending Aug f 
30, 1952, amounted to 19,787; f 
000 feet, or 5.51 percent belove 
the three year average. Orde!’ 
for the week ran to 21,953,000! 
feet, 4.84 percent above the} 
three year average. Shipment} 
for the week were 20,590,00! 
feet, 4.06 percent above pre 
duction for the week. Unfilled 
orders totalled 53,073,000 feet 
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NFPA 


ALBERTA 


aoe ) This versatile lumber 


assy. from the golden West 
_.«<@® is proving more and 

more valuable to build- 
ers everywhere. Right across the 
country, retail lumbermen report 
fast-moving stockpiles of Western 
White Spruce . . . the all-purpose 
lumber that’s produced from vast 
stands of timber in Alberta. Strong, 
yet light, Western White Spruce 
holds nailing, speeds building ... 
resists exposure and stays sound 
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Western White Spruce is first choice 
of building contractors for general, 
all-purpose work at every stage of 
construction. Box factories prefer 
it for strong industrial crating and 
odorless food containers. Carpen- 
ters find it’s easy to saw, nail and to 
handle. Specify Western White 
Spruce for permanent homes, factor- 
ies, farm buildings, ware- 
houses. Supplies are 
available for ready deliv- 
ery to the United States. 









in any climate. 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
IEE. ccvcvcvcoees 155.00 
Flat Grain Flooring 
1x4 


Cc D 
150.00 105.00 


125.00 
150.00 


93.00 
105.00 


Drop Siding 


1x6 (Pat. #106) .150.00 
1x6 (Pat. #116) .155.00 


Ceiling 


145.00 
145.00 


110.00 
105.00 


80.00 
80.00 


(Green) 


1x12 
77.00 
70.00 


No. 1 Dimension 

2’ 14’ 16’ 18’ 20’ 
77.00 
76.00 77.00 
76.00 


77.00 
76.00 
76.00 
2x10 76.00 76.00 77 
2x12 76.00 76.00 76.00 78.00 78 
No. 2 Dimension 
2x 4 F000 70.00 73.00 
2x 6 71.00 68.00 72.00 a 
2x 8 71.00 71.00 71.00 71.00 790. 
2x10 71.00 71.00 
2x12 71.00 71.00 
No. 3 Dimension R/L Only 
2x 4 


2x 4 
2x 6 
2x 8 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 24” 4/2 13.75 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 18” 5/2%4 11.00 
No. 2 18” 5/2% 5.25-5.50 
No. 3 18” 5/2%4 4.00-4.25 
XXXXX 
No. 1 16” 5/2 9.0 
No. 2 16” 5/2 5.25-5.50 
No. 3 16” 5/2 4.2 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 


Beveled Siding, % Inch 


Clear —— — 
424 inch ....<; 85.00 80.00 55.00 
ae TRE occas 100.00 95.00 65.00 
%x6 inch ...... 110.00 105.00 80.00 
Tee SHOR 6 cscs 135.00 130.00 105.00 


Clear Bungalow Siding, % Inch 


S$ inch ....+0.. 175.00 160.00 120.00 
20 INOR vccccees 190.00 185.00 150.00 
13 IMGCH .nccccee 195.00 190.00 155.00 


Finish B and Btr, S2 or 4S, 
6’ to 16’ or Rough 


De 6b ek bcwet doeeteceancerenen 215.00 
DED  ccGadieeducscnwesteceas saan 215.00 
P| err Sere ee re 225.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. Cc 
SEM .diescoveadue 105.00 100.00 90.00 
er 120.00 115.00 95.00 


Discount on mouldings 620’ -20’ odd 
lengths. 
Series 8,000 : 

Listing under 4.00—list plus 35 per 


cent. : 
Listing 4.00 and over—list plus 35 


per cent. 
Clear Lattice, 5-16”, 6-16’ 
100 Lin. Ft. 
a Parr rr rr rr 1.50 
I ara dah hie oui. ek ewer wwii eee 1.75 


Bold face listings denote 


WESTERN PINES 


Ponderosa Pine 








5/4 RW 
Selects and 
S2 or 48 4/4RW 6/4RW 8/4RW 
C&Btr RL ...250.00 255.00 265.00 
Shop, S28 No. 1 No. 2 
Een etree ens 135.00 110.00 
a ee rere era cn 135.00 110.00 
Commons, S82 or 48 
2&Btr No. 3 No. 4 
BD Wee vc dicsws 118.00 80.00 66.00 
Bees FEM 6 ceeres 118.00 80.00 66.00 
Idaho White Pine 
Selects S2 or 4S 
1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 271.00 271.00 278.00 
ae 239.00 239.00 239.00 250.00 
Commons, S82 or 4S No.1 No.2 No.3 
.. Berea 157.50 146.00 118.50 
EEE £0660 bede as 188.00 151.00 118.50 
Sugar Pine 
Selects 
S2 or 48 4/4RW 5/4RW 8/4RW 
B&Btr. RL ..270.00 280.00 285.00 
ff aa 265.00 275.00 280.00 
i). eee 235.00 245.00 245.00 
Shop, S82: No. 1 No. 2 No. 3 
ae 157.00 125.00 85.00 
Ue | aikido malenin 157.00 125.00 85.00 
OAK FLOORING 
Clear Plnm 3§x2% #§x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red --185.00 160.00 177.00 162.00 
Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red ..168.00 140.00 167.00 152.00 
#1 Com. 
White ..142.00 115.00 125.00 115.00 
Red - 80.00 115.00 82. 77.00 
#1 Com. & 
Btr. Shorts. 
14’ ....100.00 75.00 97.00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
BRE cccccscccccckteOe 366.00 146.06 
Flat Grain Flooring 
DE ssxsevsetces 160.00 150.00 110.00 
BED weece ahi ares 190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 . 130.00 
1x6 (Pat. #116)’170.00 160.00 130.00 
Boards & Shiplap 
1x6 1x8 1x10 1x12 
No. 1 ...110.00 115.00 125.00 150.00 
No. 2 ... 85.00 87.00 87.00 90.00 
No. 3 ...70.00 75.00 75.00 80.00 
No, 1 Dimension 
2’ 14’ 16’ 18’ 20’ 
2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.0 
2x 8 90.00 90.00 92.00 98.00 100.00 
2x10 100.00 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No, 2 Dimension 
2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 


No. 3 Dimension R/L Only 
te. eee 


2x 6 62.00 
2x 8 61.00 
2x10 61.00 
2x12 61.00 


REDWOOD 

Bevel Siding 
ex 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
%x 8 V.G. Clear All Heart.......138.00 
5gx 6 V. G. Clear All Heart....... 17.00 
5¢x 8 V.G. Clear All Heart.. + 144,00 
52x10 V.G. Clear All Heart....... 153.00 
%x 6 V.G. Clear All Heart....... 154.06 
3.x 8 V.G. Clear All Heart.......134.00 
%x10 V.G. Clear All Heart....... 207.00 
%x12 V.G. Clear All Heart..... - 211.00 
Note: A grade V.G. Redwood Siding 


approx. $4.00 less for % and % in 
above sizes. $5.00 less for % inch in 
above sizes. 


Anzac Siding 


1x20 V.G. Clear All BGAPE...c 6 ccc 226.00 
1xi2 V.G. Clear All Heart....... 241.00 
Note: Deduct $8.00 for A Grade. 
Finish 
Sex 6 BEB. BIG «oo. ccc cicccss 120.00 
36% § A@Btr. SIGINs..... 2... ccc 140.00 
os @ Beer. BIGINE. . oc ccc ces 165.00 
oe. Ul, ae 155.00 
Bee I a Siiie cacao haw eens 165.00 
Si GS. Sea cacucnousepeewes 195.00 
po area rae 200.00 
po Be Ere ree a 205.00 
EE BEB. BM ck ce ccecscece 165.00 
GETS BEBE. BIG. .005 6. cccces 180.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
1x4 «+---150.00 140.00 
Flat Grain Flooring 
SEE KK ewswoeeves 


125.00 93.00 





De saasccsaemes 155.00 150.00 100.00 
Drop Siding 
1x6 (Pat. #106).145.00 135.00 105.00 
1x6 (Pat. #116).145.00 140.00 105.00 
Ceiling 
rr 5.00 100. 70.00 
cee 110-120 105-115 90.00 
Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1 ..- 82.00 84.00 84.00 84.00 
No. 3... 73.00 79.00 79.00 79.00 
No. 3 ... 66.00 68.00 68.00 68.00 
No. 1 Dimension 
12’ 14’ 16’ 13’ 20’ 
2x 4 79.00 79.00 82.00 82.00 82.00 
2x 6 79.00 79.00 79.00 84.00 84.00 
2x 8 81.00 81.00 81.00 81.00 84.00 
2x10 79.00 81.00 79.00 79.00 84.00 
2x12 79.00 79.00 79.00 79.00 84.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6 77.00 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 75.00 75.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 72.00 72.00 72.00 72.00 72.00 
No. 3 Dimension R/L Only 
BE ME ociais ne Se eae ewe e miemene ee 60.00 
MO ool castwcew es neceenaseneess 57.00 
BUS I os orescinie ators uaraieons waotaetn asics 56.00 
MEE ob anwccas ctw cacionwnsuewsemen 55.00 
BORE Solu wus cwiesie ae wamernereetea aren 55.00 
ENGELMANN SPRUCE 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x1? 


No. 2&Btr...105.00 105.00 114.00 120.0 
No. 3&Btr... 75.00 80.00 84.00 85.0) 


No. 1 Dimension 


12’ 14" 16" S18’ 
2x 4 80.50 80.50 80.50 87.50 87.5 
2x 6 78.00 78.00 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 82.00 82 
2x10 78.00 78.00 78.00 85.00 85.00 
2x12 $1.00 81.00 81.00 85.00 85.00 

No. 2 Dimension 

2x 4 75.00 75.00 75.00 75.00 75.00 
2x 6 75.00 75.00 75.00 75.00 75: 
2x 8 75.00 75.00 75.00 75.00 75.0 
2x10 75.00 75.00 75.00 75.00 75M 
2x12 75.00 75.00 75.00 75.00 75: 
(Boards graded No. 1, 2, 3, at. fiat 


price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension seP4 
rately as in fir.) 
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Powerful Corbin Advertising 
in Popular Mechanics, Popular 
Science, and Mechanix 
Illustrated means increased 
demand for these fast-selling 
padlocks .. . right in your own store. 
The small assortment of Corbin Padlocks 
illustrated here enables you to meet practically every 
need. Order a stock from your Corbin jobber NOW! 
Display them up front. That’s the way they'll sell 
... Sell fast... faster than ever before. 







A No. 2876 
yor gottenrs, other 
Lporti www, 


Only 34” wide! So tiny it’s ideal to 
lock up golf bags, fishing tackle, 
etc. Extruded Brass body. Buffed 


inish. Ward mechanism. Brass 
shackle, 





CORBIN CABINET LOCK DIVISION 
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No. P904 


for UMA ashi. quality 


12" wide. Sell this padlock to 
customers who want the greatest, 
most lasting security, indoors or 
out. One-piece Extruded Brass 
body. Bright satin finish. All Brass 
pin tumbler mechanism. Hardened 
Steel, Cadmium plated shackle. 





—> No. P75B 


eve 


134" wide. A real BUY-cycle lock! 
Solid, rustless, Die-cast body. 
Aluminum lustre finish. Disc tum- 
bler mechanism. Cadmium plated 
Steel shackle, with a 6’ clearance. 





No. P45 

12" wide. Superior quality in the 
lower price class! Rustless, Die- 
Cast body. Aluminum lustre finish. 


Ward mechanism. Nickel plated 
steel shackle. 


Be sure to make 
every sale..... 


with CORA © 


The American Hardware Corp., New Britain, Conn. 
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Show Your Customers How lo Cut 
Costs With PlyScord Sheathing 


HERE’s paper and pencil proof that PlyScord is more than 
competitive. Have your builder customers figure it both ways 
on the chart below. And while you’re at it, figure your profit 
both ways, too. Good reason why it pays to push plywood. 


Estimating Chart to Cover 1,000 Square Feet of Roof Area* 












































PLYSCORD RATE TOTAL LUMBER RATE TOTAL 
1,056 sq. ft. 1,200 ft. b.m. 

¥%e" or 5/16” 1x8 shiplap 

Nails Nails 

6d-12 Ibs. 8d-20 Ibs. 

Carpenter Carpenter 

6 Hours 11 Hours 

Helper Helper 

3 Hours 5 Hours 

FOTAL COST OU PEACE... ccccccseves VOTE COST WH PEACE o.oo cciccseces 








*Data developed from Walker's "The Building Estimators’ Reference Book" 


Douglas Fir 

















AMERICA’S BUSIEST BUILDING MATERIAL 


Send today for sales-clinching roof sheathing cost-in-place comparison 
charts similar to above. For free supply, write Douglas Fir Plywood 
Association, Tacoma 2, Washington. 


®PlyScord is registered grade trademark identifying unsanded construction grade 
of Interior plywood manufactured under US CS45-48 and DFPA inspected. 
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Dealer’s Advertising Triples 
Plywood Sales Volume 





Plywood promotion at retail level 
really pays off, according to R. E. Lether, 
manager, Lake Lumber and Hardware, 
Salt Lake City. Some time back, Lether 
decided to make his yard Douglas fir 
plywood buying headquarters for home 
owners and amateur builders as well as 
large users. He worked out a complete 
advertising campaign, including news- 
paper ads, direct mail and personal calls 
on contractors and other volume users. 


Ads and direct mail pieces are built 
around a cartoon character developed 
by Lether—Mr. “Ply” Wood, a cocky 
little guy who suggests ways to use ply 
wood for homecraft and remodeling 
—- Lether a the idea has 
really caught on and now customers are 
calling up asking for Mr. “Ply” Wood. 
Several have even sent in checks in their 
monthly statement made payable to him. 


Lether says he doesn’t know how far 
the idea will go but so far it’s going in 
the right direction since it has already 
brought about a 200 per cent increase in 
plywood sales in less than four months. 


Plywood Cottages 
Weather Hurricane 





Dramatic proof of plywood’s superior 
strength and rigidity was given las! year 
when up-to-100 m.p.h. winds lashed the 
Jersey coast in one of the worst iurt- 
canes to hit since 1938. Among the 
luckiest of those who took the full brunt 
of the screaming wind were owners 0! 
the 500 plywood cottages at Ocean Beach. 
N. J. All around the development, roofs 
were ripped away, church steeples topple 
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and conventional homes smashed beyond 
repair. According to A. C. Pearl, project 
sales manager, not one of the + ae 
houses suffered structural damage. “We 
attribute this to the outstanding bracing 
strength provided by plywood which was 
used as combined siding-sheathing.” 


Piywood Handy Panels 


Now Nationally Advertised 

New plywood Handy Panels will be 
featured for the first time in national 
consumer advertising this fall and win- 
ter. The campaign which will be run in 
nine leading “home” and “do-it-your- 
self’ magazines is designed to build 
dealer sales of the already fast-selling 
small size panels. This special promotion 
is in addition to the regular plywood 
industry advertising program which in- 
cludes full page ads in Saturday Evening 
Post and “home” magazines as well as 
ads in architect, builder and industrial 
magazines. 


Plywood Helps Complete 
Rush Job On Schedule 





\ crew of 25 men completed construc- 
tion of the new Lakewood (Wash.) Branch 
of the Puget Sound National Bank in 10 
orking days to hang up what might well 
he a record for buildings of its kind. 


The final decision to rush construction 
of the 2,600 sq. ft. building was made 
ly bank officials only 18 days before job 
completion. Architects Lea, Pearson and 
‘ichards went to work to meet the ‘‘im- 

sible” schedule. To give the builder 
‘ery opportunity to save time, they 
urned to virtually all-plywood construc- 
tion. Drawings and specifications were 
mpleted within a week and work was 
gun under the direction of O. D. Par- 
r, building superintendent for Ketner 
Bros., Ine., contractors. 


\ccording to both builder and archi- 
ct, plywood made possible the speed 
0! building. The big panels were used for 

mbined siding-sheathing, gable ends, 
interior paneling, roof decking and 
widerlay se 


—-— 


Folder Detailing Plywood 
FHA Acceptance Available 


\ new folder which gives detailed in- 
‘ormation about the use and acceptance 
of Douglas fir plywood in homes built 
under FHA financing is now available. 
"he information is in the form of ex- 
cerpts from typical FHA Minimum Prop- 
erty Requirements, and includes the new 
MPR revision which permits use of %4’’ 
plywood roof sheathing over rafters 24’’ 
0.c. For free copy, write Douglas Fir 








Plywood Association, Tacoma 2, Wash. 
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Are You Getting Your Share 
Of These Easy Impulse’ Sales ? 


TALK ABOUT EASY SELLING! You get it with new small-size ply- 
wood HANpDy PANELS and this customer-stopping self-service 
display rack. And no wonder! Everyone wants easy-to-use, 
easy-to-carry HANDY PANELS— basement builders, home-crafts- 
men, school shops, local stores. 


Place HANDY PANELS in your display room to cash-in on 
impulse buying ...or move them outside to catch sidewalk 
traffic. This new display rack makes small space work over- 
time—holds over 800 feet of plywood, yet takes only 10 square 
feet of floor space. Colorful, factory-applied labels identify 
Hanpy PANELS by type and grade, have room for you to write 
in your per-panel selling price. Customers choose the panels 
they want ... pay your cashier . . . carry them home. It’s that 
easy! Your customer serves himself. . . sells himself. Call your 
regular plywood supplier for details. 


asst Plywood 
handy panels 


EASY TO USE, EASY TO CARRY, EASY TO SELL 





Handy panels are top-quality fir plywood, produced in strict accord 
with Commercial Standard CS45-48. Made in both Exterior (EXT-DFPA) 
and Interior-type. Panel sizes: 2’x4’ and smaller. Handy panels selling 
aids include window banners, plans, folders, ad mais. See your ply- 
wood supplier or write Dougles Fir Plywood Assn., Tacoma 2, Wash. 
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ED BRAND Fence preferred ¢ 





by dealers? eee : 
FAdigunt!® \ 


. because they know that the constant demand by wecon® : 
farmers for RED BRAND means a steady turnover eee : 
and profit item for them... they can depend on it to cren : 
bring in the money! a a wt 

In addition... RED BRAND dealers know that a mh % th 
Keystone is continually building their sales potential , ae oe ied gai i 
through ... RADIO BROADCASTS... 2 and 3 times + San 
weekly—STATE and NATIONAL FARM MAGA- Yau j 
ZINES ... monthly... ae el ope 

. backed up by the extensive merchandising pro- i 2 “ > 7 
gram of RED BRAND Practical Land Use dealer-aids Se ee) \ Pe | al tri 

.including the “Willing Acres” full-color sound no _ 2) 4 pe 
movie and book for helping farmers increase their -!* g 
income, illustrated Broadcaster interview booklets and {he 5 
ads for their local newspapers, farmer-dealer meeting _ 
guide and follow-up pieces, posters, product folders r 
and displays...io help them sell not only RED , . 
BRAND fence but all their other products, as well! ne 


ti 





mH 
fo 


su 


by farmers? he ii 


we 


. . because they know that RED BRAND is made by 


Keystone with the right copper content to resist rust sa | 
on the inside... and Galvannealed on the outside for 4 | the 
extra protection against rust and corrosion. This doz- IF 4 evi 
ble rust protection gives them a longer-lasting, more ces | 4 be 
economical fence value... that’s why they keep com- pao i thi 


ing back to RED BRAND dealers for more RED Re Peel | 
BRAND fence, year in and year out. Then, too, they ar A wh 
know ... through the Radio Broadcasts, Farm Maga- of 
zines and other material... that the way to get the “9 


information on how Practical Land Use can increase | 





their income is to... see their RED BRAND dealer! 


en| 
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WRITE FOR THE KEYSTONE PRACTICAL LAND USE “PACKAGE” PROMOTION PLAN ...IT TELLS YOU HOW TO - spi 
INCREASE YOUR SALES THROUGH HELPING FARMERS INCREASE THEIR INCOME baad : cal 
KEYSTONE STEEL & WIRE COMPANY. Ee 
Peoria 7, Illinois @ er 

RED BRAND fence - Non-Climable fence - Ornamental fence - Corn-Cribbing- BaleTies - Nails-Gates-KeystonePoultryNetting |) 0% 
Bu 
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EDITORIAL 


The Real Campaign Issue 


When political power is deeply entrenched in a Democracy there comes a time for a change! 


In 1884 after the Republican 
party had been in power 24 years, 
Grover Cleveland and the Demo- 
crats overthrew the administration 
and won an election largely on the 
slogan “Throw the rascals out.” 


It is a well demonstrated truth 
that “infinite power corrupts in- 
finitely.” 

Irrespective of party affiliation* 
a true citizen will hold that party 
tenure in a Republic should be 
ended by the citzenry whenever 
the corruption inherent in great 
power becomes intolerable. 


Political corruption is not en- 
tirely a matter of stolen money or 
property. 

Intellectual dishonesty and fiscal 
trickery, as techniques for party 
perpetuation in office, break the 
moral law as much as any other 
forms of theft. 


Today it is obvious that the 
party in power with calculated du- 
plicity is employing universally 
desired “security” and “welfare” 
as slogans to win elections while 
subversively undermining the 
strengths that give reality to tra- 
ditional American security and 
welfare. 


(American citizens should now 
“throw the rascals out” whether 
they are Democrats or Republicans 
even though the corruption may 
be Jess tangible and apparent than 
that of the 1880s. 


That our citizenry will do so 
when given the facts is the belief 
of those who think that an enlight- 
ened citizenry can be trusted at 
the polls. 


li is time to sound the note of 
enlightenment and call to judg- 
ment those who would further un- 
dermine our Bill of Rights and 


destroy our freedoms. 


Let the citizens have the facts 
and let the majority be the judge! 


_ When a party has been in power 
for two decades, upsetting such 
control is a matter bordering on 
the revolutionary. 


We need the same revolutionary 
spirit in restoring our freedoms 


ees 


Mae editorial is non-partisan in the 
roadest sense. It was written by a 
“luzen who has split his ticket more 
often than voting straight. 


BuitpInc Propucts MERCHANDISER 


that we used in first attaining 
them. 

In a letter concerning the Amer- 
ican Political Scene in 1857, Lord 
Macaulay was very skeptical about 
the survival of the American Re- 
public. He based his pessimism on 
his belief that we would always 
have a majority of “have nots” 
over the “haves.” He said prophet- 
ically that “sooner or later your 
government will not be able to re- 
strain a distressed and discontented 
majority.” 

A hundred years later his proph- 
ecy may come true, but in a man- 
ner quite different from his intent. 

Our Republic has defeated Ma- 
caulay’s pessimism by becoming a 
nation with a majority of “haves” 
as opposed to “have nots.” 

There is a very good chance that 


a distressed and discontented ma- 
jority of us will show our disap- 
proval of too long tenure by one 
party and thus divert the present 
trend towards the paternal state, 
to the freedom road. 

When our citizens weigh the 
choice between what we are losing 
now—and will save—if we restore 
the American Way, and what we 
will get if we continue the road to 
statism—they will cast from the 
seats of the mighty those who 
would corrupt our heritage. 

The accompanying chart shows 
the citizen who is conscious of his 
American heritage his fatal choice. 
There should be no doubt how 
they will vote if given the facts! 


Art Hood 


Copyright waived. Permission to re- 
print granted. 








FIFTY REASONS FOR VOTING FOR A CHANGE IN THE NATIONAL 
POLITICAL ADMINISTRATION IN 1952 


What we will gain if we reverse 
the trend to the Paternal State: 


Reduced government costs 

Dollar values increased 

Savings and insurance values main- 
tained 

Increased real income 

Lower costs of living 

Even better living standards 

Balanced economy ~ 

Tax dollars used cautiously 

Pay-as-you-go economy in govern- 
ment 

More and better jobs 

Unlimited personal opportunity 

Produce as much as you want 

Sell it for what it is worth 

Teamwork and partnership 

True security and genuine welfare 

Tested economic and social improve- 
ments 

Limited and responsible political 
power 

Free unions and associations 

Full results of effort 

All group interests safeguarded 

Voluntary cooperation 

Bill of Rights enforced 

Our children's future protected 

Two party government 

Trust in God 

Government of, by and for the 


people 


What we will get if we follow 
the road we are on towards the 
Paternal State: 


Confiscatory taxes 

Extravagant, wasteful spending 

Money worth less every day 

Lowered real income 

Devaluated savings and insurance 

Rising cost of living 

Pinched living—lowered standards 

More "Lustron" scandals 

40c of most tax dollars wasted 

Endangered private jobs 

Reduced opportunities to advance 

Control of production and prices 

Self-perpetuating incompetency 

Taking from workers to pay farmers 

Taking from farmers to pay the idle 

"Robbing Peter to pay Paul" 

Government by men instead of laws 

Union control by politicos 

Workers support the drones 

Premiums on idleness and improvi- 
dence 

Army-like regimentation 

Bill of Rights violated 

Insolvency, inflation and bankruptcy 

One party entrenched 

Capitulation to Marxist theories 

People of, by and for the government 
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BOOTHS OF BUILDING MATERIALS and appliances lined almost the entire length of the 265-foot 
warehouse. Note the large number of housewives visiting the exhibits. 


Home Show You Can Stage 


Michigan dealer has whole town talking, with warehouse booths 
representing local suppliers of home-making materials and equipment. 


“Where else could you be bit- 
ten by a chinchilla, listen to the 
smooth playing of a saxophone, 
help the Red Cross flood relief 
fund by eating your fill of pie, 
and see some of the most mod- 
ern materials and equipment in 
the home-making field, all in one 
evening?” 

Thus read the opening para- 
graph of a Page 1 story in the 
Sturgis (Mich.) Journal last 
month. It was all about the 
combination open-house home 
show sponsored by the Citizen’s 
Lumber & Coal Co. and just one 
of many daily stories published 
by the Journal during the week 
preceding the three-day event. 

Earl H. Palmer, president of 
the firm, was the man behind the 
idea which had the whole town 
talking. Earl was casting about 
for a way to celebrate his recov- 
ery from a $175,000 fire which 
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EXTERIOR OF THE NEW SHOWROOM and warehouse which fronts on 4 


heavily-traveled street. 


September 22, 1952, AMERICAN LUMBERMAN & 











sw 
ter 
wa 
me 


bw 
Eli 
gal 
ho! 
He 
Stt 
ane 
to. 
on 

in 

spc 


val 
the 
pie 
tio! 
im} 
loa 
big 
Wa 
wa 
pile 
tur 


pay 
riec 
the 
day 


Tor 
Yai 


me! 
wee 


the 





Baur 


Wm. 
State 


Bun 








ths 


Z 








; on af 


G 


swept his lumber yard last Sep- 
tember. He had a beautiful new 
warehouse (83x265) with a ce- 
ment floor and a small, but at- 
tractive display room to show 
off. 

As a director in three retail 
building materials associations, 
Elmer recognized his civic obli- 
gations and decided to make the 
home show a community affair. 
He wrote a personal letter to the 
Sturgis dealers in home supplies 
and equipment and invited them 
to set up their booths, rent-free, 
on a first-come-first-served basis 
in the big warehouse. The re- 
sponse was almost 100%. 

Besides exhibits of a wide 
variety of building materials, 
the show included booths occu- 
pied by two financing institu- 
tions staffed to offer advice on 
improvement and _ remodeling 
loans. One of the company’s two 
big ready-mix concrete trucks 
was parked in one corner of the 
warehouse, together with a neat 
pile of block which the. plant 
turns out. 

In addition to regular news- 
paper stories, the Journal car- 
ried an 8-column banner across 
the bottom of Page 1 on opening 
day with the legend: 

“Sturgis Home Show Opens 
Tonight at Citizen’s Lumber 
Yard.” 

Marl took 10 spot announce- 
ments daily over the air the 
week preceding the event, and 
the local radio station moved its 
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QUESTIONS ABOUT FINANCING were answered by 


— J. Stapleton, executive vice-president of Citizens 
State Bank, who is seen talking with Miss Jean Kline. 
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MUSIC WAS FURNISHED by a “live” band playing from the warehouse load- 
ing dock. 





EARL H. PALMER, president, read- 
ing news from the. AP ticket set up 
in his warehouse for the show. 








REGISTERING FOR DOOR PRIZES, 
one visitor stops at consumer counter 
before going back to warehouse. 


CITIZENS LIMB cy 
READY MIX DEP. 





READY-MIX TRUCK and sample blocks drew attention 
to the company’s ready-mix department. 
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fruiding Matera! 
DEALER 


COMMUNITY CANTEEN just off the main warehouse was sponsored by several 
church organizations for the benefit of the Red Cross. Home-made baked goods 


found many eager customers. 


transmitting equipment right 
into the warehouse and made 
38 15-minute broadcasts during 
the three-day show. Many exhi- 
bitors took advertising space in 
the Journal to describe their 
booths. 


Home-made cakes, pies and 
other refreshments were sold in 
one section of the warehouse. A 
different women’s organization 
sponsored the canteen every day 
and the entire profits went to 
the Red Cross. 


A gala atmosphere was estab- 
lished with music from an elec- 
tric organ in the daytime and 
a “live” band which played 
from the warehouse loading 
dock at night. 

Earl estimates that attend- 
ance for the three days ran be- 
tween 5,000-6,000 people, more 
than half the total population 








of Sturgis. 
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**No, I’m not a beginner looking for a start. I’ve been selling o 
your line for years. I know your customers and prospects . . . and 
they know me. I know I can do a good, profitable job for you. D 
“I’m your Rilco Salesman-engineer. My job is not only to 
sell you Rilco Rafters but to go out with you... to counsel with all 
your customers . . . to help them with plans for barns and __ ,; i 
machine sheds and all the other farm buildings they can build with 
with Rilco Glue-laminated Rafters. _ 
“TI not only assist you in selling your prospects but work with 2”. p 


you on the hundreds of prospects created by Rilco’s powerful 
national and state farm paper advertising. I help you get the 
sale... and the profit. 


“That's my job and I'd like to be doing it for you. And I can 
if you feature and promote Rilco Rafters. If you’d like more 
dope on ’em just drop a line to my home office. The address 
is down at the bottom of this message.” 














RILCOn : — 
e 
we Cork | Lamechated- PRODUCTS, INC. 


2521 FIRST NATIONAL BANK BLDG., ST. PAUL 1, MINN. 
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Leading WEATHER STRIPS! 


FOR DOORS Soe = 


Numetal Weather Strip comes in 
handy sets for almost all standard 
doors. Available with regular stain- 
less steel and felt door bottom strip, 
or with threshold and exposed hook. 
Easily installed —no special skill or 
tools needed. Comes complete. All 
ready to install. 
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Na GARD QZ.domatec 


DOOR BOTTOM & DRAFT ELIMINATOR 


Show customers how it works, and this automatic 
door bottom sells itself. It's the perfect answer for 
all drafty doors — inside or outside! Completely 


Solves the old problem of clearing rug or carpet every 
time door opens. Nu-GARD is beautifully designed 
With smart, silvery-satin finish and easily installed. 


snugly when 
door closes 
Thick felt 
bottom now 


automatically 
when door 








Wil! not tust or tarnish. Furnished in 28", 32”, 36”, Feit bottom cans Gear oe 
42 ind 48" lengths. May be shortened approximately raises to clear seal out drafts, 
2°. Packed in individual cartons. carpets and rugs. noises, odors. 





MNumetal voor Borrom strip 


Here's a fast-selling weatherproof item that is tops 
= aaa 2 waite: - abil in the field! Made of thick, wool felt and heavy 

Mitte STN\E EI § gauge stainless steel. Furnished in standard lengths 
— 28”, 30”, 32”, 36”, 42” and 48” — packed 
VY, dozen same length to carton. Also furnished in 
special lengths. 


MACKLANBURG 
eT el iia: \, ma = 


OKLAHOMA CITY, OKLAHOMA 




























ODD LENGTH ITEMS are unloaded from other Hayward stores for sale in the 
Seaside yard. 


‘(Cats and Dogs’’ Pay Their Way 


California yards sell all their returned and 
slow-moving items at one location. Result: sales wipe 


out $1,000 monthly loss. 


Do you chalk off damaged 
lumber and odd sizes as a dead 
loss? What do you do when a 
customer—a good customer— 
finds that he has given you the 
wrong dimensions for a window 
frame and brings it back for 
exchange? 

The seven branches of the 
Hayward Lumber Company in 
Northern California towns 
found that they were losing 
about $1,000 a month from these 
various causes. The company 
had made it a practice, in order 
to maintain good will, of ac- 
cepting the off-size window 
frame and fabricating another 
for the customer. They are 
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finding now that this practice 
has paid off in a second way, 
besides maintaining good will. 

Homer M. Hayward, 30-year- 
old general manager, opened an 
eighth branch in the unincor- 
porated community of Seaside 
on the Monterey peninsula, but 
using the name “Surplus Sales”. 
To this new retail outlet all the 
other seven branches bring their 
odd-sized lumber; hardware 
that doesn’t sell, or items that 
are turned in for exchanges. 
This is supplemented with spe- 
cial purchases of low grade 
lumber and all are sold at bar- 
gain basement prices. 

The result, Mr. Hayward re- 
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HOMER HAYWARD, general manager 
of the Hayward Lumber Co. and its 
eight branches. 


ports, is that all these items 
actually sell and sell well. The 
$1,000 a month loss has been 
wiped out, and the approxi- 
mately $600 a month overhead 
to operate the Seaside branch 
is being covered by sales. 
Whether or not Surplus Sales 
will ever realize a profit for 
the company remains to be seen, 
but in less than a half year this 
outlet has wiped out the loss. 
An important point in its suc- 
cess is the location in the un- 
incorporated community. Indi- 
vidual home builders are not 
faced with various types of 
building regulations, and many 
who move into such a com- 
munity are looking for bargain 
lumber prices. Hayward has 
found that when a _ bargain 
hunter comes across a good 
window frame at a low price, 
he will build his window around 
the frame in order to take ad- 
vantage of the bargain. 
Another important point is 
that the proper atmosphere had 
to be created at Surplus Sales 
to attract the bargain hunter. 
The company has erected a cor- 
rugated aluminum building and 
purposely avoids the neat ar- 
rangements of lumber found in 
the ordinary warehouse. It 
takes only one man to operate 
the Surplus Sales branch. 
The Hayward Lumber Com- 
pany was started in 1919 by 
Mr. Hayward’s grandfather, 
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Homer T. Hayward, and has § 


been passed in turn to son and 
grandson. Main branch of the 
company is located in Salinas. 
The other six branches are 10 
cated in Watsonville, Pacific 
Grove, Hollister, Paso Robles; 
Morro Bay, and Cambria. 
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Two-Way Drawer Classifies 
Sales Tickets 

A two-way drawer in the sales 
counter of the Pine Lumber Co., 
Milwaukee, automatically classifies 
the various tickets and orders in 
five compartments. 

Shop foreman Walter F. Behrens, 
left, files an order, while counter- 
man James E. Hoffman writes an 
invoice. Later, Hoffman can pull 
out the drawer from his side of the 
counter. The double-purpose drawer 
was installed when the new hard- 
ase counter was recently 
ult 





Make Your Dream Come True 
LET'S CO, GARY! 
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DISTRIBUTORS INC 












* 






Watch GARY IVERSON 
a Sponsored by 


“Service With Conrtesy” 


herry Bh. BT 





Young Racer Sponsored 
by Lumber Firm 


Young Gary Iverson was the 
midget racing driver backed by 
Lumber Distributors, Inc. in the 
recent contest sponsored by the 
Tucson (Ariz.) Daily Citizen. The 
racing car sponsorship gave the 
firm unusual publicity and at the 


Same time helped back a deserving 
youth contest. 


Buitpinc Propucts MERCHANDISER 








B.F.Goodrich 








made especially for 


self -installation in the home 


Now your customers can afford the beautiful Rubber Tile they’ve 
always wanted in their homes. For B. F. Goodrich is now manufac- 
turing its famous Rubber Tile in a new FULL 3/32” thickness, at a 
new low price that puts it within the reach of practically every home 
owner. 

Your customers will save even more on B. F. Goodrich 3/32“ 
Rubber Tile when they install it themselves. 

This easy-to-handle tile, made especially for home installations, 
comes in a wide range of colors and rich, marbleized patterns, per- 
mitting unlimited design possibilities. 

You'll earn extra profits and win new customers with this new, 
top-quality Rubber Tile, backed by the research of B. F. Goodrich 
— First in Rubber. 

Start now to capitalize on the fast-growing trend toward self- 
installation, and on the new market opened up for you by this new 
LOW COST Rubber Tile. 

For descriptive literature and detailed information on how to 
increase your Risin sales, write Dept. L9, B. F. Goodrich Co., 
Flooring Division, Watertown 72, Massachusetts. 


You cay dypend on B FGoodrich FLOORING PRODUC KY 


RUBBER TILE - ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 
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NATURAL BEAUTY and ease of upkeep are the things 
that sell oak flooring to women who usually make the 
selection, though it is the man who pays. 


Oak Flooring—How to Handle, Store and 


Here are some helpful sugges- 
tions based on the practical experience 
of one midwest dealer. 


Proper handling, storage and delivery of oak 
flooring involves observance of just a few funda- 
mental precautions, yet pays off handsomely in 
satisfied customers and future sales. 

That’s the experience of Lowrie and Don 
Wheaton, who manage F. E. Wheaton and Com- 
pany, Wheaton, Ill. (population 12,000), named 
in honor of the Wheatons’ great grandfather, 
Jesse. 


The company moves an average of about four 
carloads of oak flooring a year in Wheaton and 
the neighboring communities of Glen Ellyn, 
West Chicago, Winfield and Warrenville. Lowrie 
and Don regard that as a favorable volume, 
especially in view of the strong competition from 
several other dealers in their immediate trade 
area, aS well as various large Chicago yards 25 
miles to the east. The latter supply many of 
the metropolitan builders who erect homes in 
the vicinity. 

“Oak flooring from reputable producers comes 
to the dealer in a scientifically kiln-dried con- 
dition,” says Lowrie, “and it is the dealer’s re- 
sponsibility to see that the wood does not absorb 
excessive moisture between the time it arrives 
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LOADED FORK-LIFT truck is driven into position next 
to storage rack where worker can reach the flooring con- 
veniently and stack it. (Note hot air pipe for keeping 
flooring dry). 


and the time he delivers it to a customer.” 

“That, I believe, is the most important single 
factor in proper handling of the material. 
There’s really nothing difficult about providing 
this protection. The manufacturer’s recom- 
mendations are relatively simple, but appar- 
ently they are sometimes neglected due to care- 
lessness or haste. Here in our yard we try to 
follow them as closely as possible. As a result 
we rarely have a complaint. 


“Our customers appear to be thoroughly sat- 
isfied that oak floors are everything they are 
claimed to be—extremely durable, naturally 
beautiful and easy to maintain. From what ! 
have observed, oak certainly is still the pre 
ferred material, by far, for residential flooring. 
And the sale of oak flooring is a profitable phase 
of our operations. 

“The dealer who fails to observe proper /ian- 
dling and storage precautions, however, is 10- 
viting troubles and discouraging future sales of 
oak flooring. 

“Qak flooring expands, as does any wood, with 
absorption of moisture. When sold and installed 
in that condition, it may form a snug, tight fioor, 
all right, but after a few weeks or months the 
heat in the house drives out the moisture and 
the flooring shrinks. Cracks thus develop be 
tween the flooring pieces. 

“When that happens, the homeowner com- 
plains to the builder and the builder compiains 
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TWO MEN, including the truck operator, can unload and 


store a carload of flooring in eight hours, approximately 
half the time required before the fork-lift system was 


+ adopted. 


Deliver It 


to the dealer who furnished the flooring. It can 
add up to plenty of headaches.” 
The Wheatons store their oak flooring on a 


| 28 by 30-foot rack built about seven feet off the 


concrete floor at the north end of the sawmill, a 


_ concrete block structure. This arrangement ful- 
| fills the requirement of storage in a dry, ven- 


RR An 


place. There is plenty of open space 
beneath the rack, in front of it and at the sides 
to permit adequate air circulation. Sufficient 
ventilation is provided by frequent opening of 


) the building doors to admit personnel and equip- 


ment, such as the fork lift truck used in various 
yard operations. 

In. accordance with the suggestion of their 
flooring supplier, the Wheatons also maintain 
heat in the building during cold, damp weather. 
This is another major feature of their successful 
Control of moisture absorption. The heat is pro- 


§ vided by a small stoker furnace housed in a 
little structure built for that purpose and at- 
| tached to the building proper. A hot air duct 
: from the furnace opens at a point about midway 
) «cross the width of the rack and several feet 
> '0 front of it, just below the ceiling rafters. 


_ Fuel cost for the building is low, since no heat 


: IS required throughout much of the year. Even 


in cold, damp weather it is not necessary to keep 
the interior at comfortable temperatures. Only 
fnough warm air to counteract excessive cold 
and moisture is needed. Usually, it is sufficient 
to maintain temperatures just above freezing. 


BuILpInG Propucts MERCHANDISER 


Mill deliveries of flooring arrive in sealed box 
cars. Using a fork lift truck which the company 
purchased two years ago, two men unload and 
store the flooring in eight hours. 

With each load the fork lift truck shuttles to 
the sawmill building about 40 yards away. The 
truck can be driven into the building directly 
beside the storage rack. There are no obstruc- 
tions, no disturbance of other operations. The 
fork is lifted so that the worker standing on the 
rack can reach the flooring bundles easily and 
place them in neat piles. 

To fill orders the storage system is simply re- 
versed. A worker standing on the rack takes 
bundles from the piles and places them on the 
upraised fork. The average order can be filled 
and placed on one of the company’s eight de- 
livery trutks within a few minutes. 

The Wheatons carefully avoid unloading oak 
flooring in rainy or snowy weather, when the 
wood might easily pick up substantial amounts 
of moisture. Whenever possible they also avoid 
delivery during such weather, explaining why to 
their customers. Should a customer insist on de- 
livery under such conditions, the flooring is well 
covered by canvas to protect it from the ele- 
ments. 

Customers are advised, too, of the precaution- 
ary measures to be taken before installation. 
This is particularly true when the customer ob- 
viously is not familiar with proper procedures, 
as is often the case among non-professionals. 

Customers are informed, for example, that 
oak flooring should not be installed in a home 
until the plaster and cement work have dried. 
This generally means that a least two weeks 
should elapse between completion of that work 
and laying of the flooring. 

Another precaution called to customers’ at- 
tention has to do with care of the flooring just 
before installation. The Wheatons discourage 
delivery to a new house that is still cold and 
damp. Particularly in winter, they recommend 
that the house be heated to a temperature of 
about 70 degrees four or five days before instal- 
lation of flooring, and that the latter be piled 
loosely in the building during that period. 

These measures are important in guarding the 
wood against excessive moisture absorption and 
at the same time permitting the wood to adjust 
itself to atmospheric conditions that will prevail 
after the home has been occupied. When this 
is done there is little danger that the flooring 
will contract excessively and develop cracks 
after installation. 

The Wheatons attribute their satisfactory vol- 
ume of oak flooring sales partially to regular 
advertising in the local daily newspaper. Oak 
flooring always is given space in the one-quarter 
page ads placed once a week. It also will be 
featured prominently in one of the new island 
displays planned for the service area of the 
recently remodeled office. 

The bulk of demand for hardwood flooring, 
says Lowrie, is for unfinished oak in clear and 
select plain-sawed grades. As in most localities, 
the strip style in 214-inch width is the biggest 
seller. Plank and unit-block flooring are becom- 
ing increasingly popular, however. Pre-finished 
flooring also is gaining favor. It accounts for 
about 8 percent of total oak flooring sales. 
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OPEN THIS DOOR 
TO MORE 
BUSINESS 


By selling on easy monthly pay- 
ments, you open the door to the 
world’s largest retail market — the 
instaiment buyer. You immediately 
compete on the EASY SELLING LEVEL 
with every business in your area. 
You can quote your material and 
services at no down payment and 
give 36 months to pay. You receive 
your cash from ABC immediately; 
your working capital will always be 
available for new opportunities. 

Ask about the simplified, stream- 
lined, NEW ABC PLAN. 


Your best sales tool — the 
ABC Time Sales Program. 
Ask us today. 








ABC 


a 
Stren cacoit *\% 


ALLIED 
BUILDING CREDITS 


INC. 





Specialists in Property Improvement 
and Modernization Sales Financing 


BRANCH OFFICES: BALTIMORE, BIRMING- 
HAM, BOSTON, BUFFALO, CHARLOTTE, CHI- 
CAGO, CINCINNATI, CLEVELAND, COLUMBUS, 
DALLAS, DAVENPORT, DENVER, DES MOINES, 
DETROIT, HOUSTON, INDIANAPOLIS, KANSAS 
CITY, LOS ANGELES, MIAMI, MILWAUKEE, 
MINNEAPOLIS, NEW ORLEANS, OKLAHOMA 
CITY, OMAHA, PHILADELPHIA, PHOENIX, 
PITTSBURGH, PORTLAND, ST. LOUIS, SALT 
LAKE CITY, SAN FRANCISCO, SEATTLE, SOUTH 
BEND, TAMPA, TOLEDO 


GENERAL OFFICE: BOX 3426 TERMINAL 


ANNEX, LOS ANGELES 54, CALIFORNIA 





42 








Published Meathty by BARR LUMBER C- 


SS WASHINGION STEEET, FRONE Aipine 2823 


Sue 








The HIGH COST of BUILDING MATERIALS 7ceu Products 





pores 


een 


| 
la 
> 
“n 
= 





pecs snes cn ar 


Contractor's News Letter Spreads Good Will 


To keep 750 Denver contractors 
informed on the reasons for rising 
material costs, services offered, 
new product lines and “hot news 
flashes”, the Barr Lumber Com- 
pany, Denver, Colo., publishes the 
“Knot-Hole News’, monthly news- 
letter. The last issue of this news- 


a. 


Barr's New Warehouse 


Lg 


letter carried a “flash” on the CI! 
strike against Pacific Coast lumbé 
mills with which Barr had cop 
tracts. 

Barr scooped the local net 
papers on this story by taking! 
from his own teletype connectial 
with West Coast mills. 
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Dealers Sponsor Cooperative 


Ten lumber dealers and four 
local jobbers in Sioux Falls, S. 
Dak., have been carrying adver- 
tising in the newspaper and on 
the radio jointly. Each dealer 
puts up $30 a month, each jobber 
$40. 

Two column by eight inch ads 
are run twice a week in the local 
daily newspaper, one on Sunday 


Advertising 


and one on Tuesday. The deal'— 
sponsor radio time six days! 
week, utilizing spot annount 
ments at various times in the df 

This summer the Sioux Fals : 
dealers cooperative advertisilf 
program included the use of 
outdoor movie trailer for 27 week 
which temporarily replaced tH 
radio time. 
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3° Big volume and steady profits come YOUR way 
Bwhen you handle America’s best selling line of window ‘ 
and door frames by MALTA. They're adaptable to every 3 
type of construction and are quality-built by careful men 
and precision machines. They are backed by a dependable 
YEAR ROUND source of supply. Ask your jobber about 
MALTA —the greatest name in window frames. 


; The MALT-A-MATIC cuts down construction time. It is 
days 'f)¢elivered to the job site as a unit... can be nailed in place quickly. 


© Women want their 
window beauty to 
be highly practical. 
Easy-in, easy- out 
removable sash 
makes window 
washing easier 
and ‘safer. 

No wonder 
MALT-A-MATIC is 
America's fastest 
selling window unit! 


Currently available 
east of the 
Mississippi. 


mount § Available with attractive molded casing . . . takes stock storm 


the da FR and screen sash. . 


Fall and decorating time. 
ertisili 
of af 


ed tht 


. removable windows save painting 


wi The MALTA Manufacturing Co. 


MALTA, OHIO Member Ponderosa Pine 


Woodwork Ass’n., and N.W.M.A., 


MAN é : 
BUILDING Propucts MERCHANDISER 
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AFTER CHANGE-OVER from general to builders’ hard- 
ware addition of diverse items like sporting goods equip- 


ment, and gradual de-emphasis of lumber, owner Slettedahl 


Good Advertising Means Coverage 


Continuous increase in the quality and range 
of your advertising helps to build better recognition in 
your area. A small Pacific Northwest dealer offers his 


program. 


Two changes made by owner 
Robert Slettedahl, Montesano, 
Wash. in his two yards, have 
convinced him that he was right. 
First he shifted his emphasis 
from general to builders’ hard- 
ware. Second, he began to push 
his advertising program hard- 
er, increasing its coverage 
wherever he saw the oppor- 
tunity. 

Both yards, one at Monte- 
sano and the other at Elma, 
have upped their sales and in- 
ventory to over two times what 
they were in 1944. Such success 
cannot be attributed to entirely 
any one factor, such as expan- 
sion and diversification of mer- 
chandise, or to advertising, but 
to a combination of these. 

Nevertheless, Slettedahl gives 
special credit for El Monte 
Lumber Co.’s growth to an un- 
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usually well-rounded advertis- 
ing program. Located in a 
rural area of about 10,000, 
Slettedahl’s firm attempts to 
blanket the citizens with ads 
run in the local newspapers, in- 
cluding those in Elma, Monte- 
sano, McCleary, and Aberdeen. 
Ads run once a week, and the 
same ad is repeated in all four 
papers. 

“We use some cooperative ad- 
vertising, but prefer timely lo- 
cal ads where we can inject a 
little humor,” Slettedahl ex- 
plains. “We try to vary our 
ads with about one-third spe- 
cial price ads, one-third manu- 
facturers’ mats and coopera- 
tive, and one-third with a little 
humor that will get a story 
across. This is the type ad that 
takes the most time, but if we 
could get enough ideas, we 
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reports big increases in business volume. He attributes li) J}s, ¢- 
small success to advertising. 


ing a 


Compare Your Coverage with) \ads 








This esti 
I—Newspaper ads. A 
2—-Window displays. mot 
3—Magazine distribution. stin 
4—Boxholder mailings. gift 
5—Radio. an 
6—Bowling team. ‘play 
7—-Giveaways. pla; 
8—Community programs. nv! 
9—Truck and billboard signs. of 
10—Christmas remembrances. ot 

would work it every week.” |i trie 


The agile minds of the fig , 
Monte staff come up with a col & ag ; 
siderable number of humorol’ 5 
ads, even at that. One example F yyy 
in an advertisement headed “ls F sj, 
Our Face Red!” It shows the F ha} 
buckling under of the Elm F ney 
yard’s roof following a heal! F poy 
snow in March of 1951. Al § al, 
other ad headed ‘‘Secon! Bf any 
Choice: FLOWERS” begat ? F plo 
series in which the compat! & jp), 
kidded back and forth with th F fro, 
local florist. And when Slette F wh; 
dahl left for a vacation shortl’ F 
after the first of this year, the ; 
occasion provided copy for af .. 
other series of ads stressing the F ang 
idea that since the boss was 20 FF vac: 
around, members of the sta ay 
could do anything they wanted. °°. 

Even when a humorous 80%) 2, 
ject cannot be found, El Monte § the 
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ites WM} 7SLETTEDAHL’S Montesano yard after its 1950 face lift- 


jing and interior remodeling. Two storage rooms were con- 


ie | 
with} {ads are provocative and inter- 
esting. 

An ad last December pro- 
moted a contest designed to 
‘stimulate interest in tools as 
ieifts for Christmas. For this, 
‘a number of tool gifts were dis- 
‘played in one of the new dis- 
play windows, with customers 
invited to guess the retail value 
' jof the merchandise in the win- 
: ‘dow. It was very successful, 
‘Slettedahl reports, as over 100 
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” 
* g) |, ed for the $10 certificate and 

e a good many tools were sold 
ves bas a direct result. =L MC 
mer | Expenditures for advertising 
d ‘Is oe about 2% of gross sales, 
a th pee gers states, with about 

Elm alf that amount going for 
heavy hewspaper advertisements. This 

a <li does not include any 
aaa sa Owance for time spent on ~ 
so a his promotions by em- 
spall be But the budget is flex- 
ch the © € enough so that they are 
‘Jette edge expand on any ideas = 
vortl! ich they believe to be good. EL 
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ig the aneee. BIRDS, a guessing contest, 
as not f > acacia an obstinate boss on 

taff aby e sample themes devised 

sta ) *Y Staff of El Monte Lumber and Fuel 
anted. |) ©°. Slettedahl also subscribes to *~ 
; sub: | aatona ads, sends out imprinted 
Monte Mf the sues to at least 400 families in 
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ff you, too, had snow trouble 


| EL MONTE LUMBER 


MONTE LUMBER & FUEL CO, 





~~ 
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verted to display areas, window space was extended, and 
store was redecorated. 


Is Our Face REDL 
OUR FRIENDS AAVE HAD THE LAU «i 
ON DR THIS WREK 
° WITS THE BLUSTERING WINDS OP FALL 
DUCKS FLY SOU TH 
Het mast of as cae’t ride the winds to warmer 


Cimates ... so it's smart 
TO DO THE NEXT BEST THING — 


; 
Rock Wool Insulation 
SEMELTHICK AND FEL, THICK AVAILABLE 


EL MONTE LUMBER & FUEL CO. 


“EVERYTHING FOR BULLDING* 
Phones % 


BY OUR EXPERIEN 


CE | 


Repairs Reconstrastion € 


Sta 
we aso mefion waren) 
Everything tos at 5 
& FUEL CGame 
Monterone 


Mesirsane 1) 
CG 


Phene 813 


Second Choice: 


FLOWERS 


First Choice: 
oe * alae 


GUESS RIGHT 


OR 


CLOSE |. 


The Retail Value of the Tool Gifts 
Suggestions in our Window 


“EVERYTHING POR BULAMNG 
Phones Mauntcaone 





Clasest Guess wins 10.00 in Merchandise 
Sign Slip Inside Store ere crs 
Contest Closes 5 P.M., December 21 1951 


Winner's name will appear in the window, Saturday 22. 1951 


EL MONTE LUMBER & FUEL CO. 


Montesano 
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90 CASH IN! 
DIRK 


This proven plan is making money 
for 1,200 dealers like yourself fro) 
coast to coast. .We mail HOME 
quarterly to your list. All you do 
is reap big plus profits! | 


)U SEND US 


YOUR 
MAILING LIST 


Send us a list of your customers and pros- 
pects within your trading area... . that’s 
all you have to do. We start working for 
you immediately. It’s like having a separ- 
ate direct mail sales department that works 
constantly to develop new business for 
you. Your list may be your charge and 
cash customers, your catalog list, what- 
ever you are now using. If you wish we 
will help you prepare a list or provide 
one for you. 


HERE’S WHAT WE DO FOR YOU 


Four times a year; Spring, Summer, Fall 
and Winter, we mail HOME Maintenance 
& Improvement magazine to your mailing 
list. First, we make personal address 
plates for each individual name. Then we 
imprint the front cover of the magazines 
with your company name, address, tele- 
phone number and any message you wish. 
Third, we address each HOME magazine 
and mail it personally to each name on 
your list—and, we pay the postage. This 
isn’t all you get. Periodically, we check 
your mailing list to insure the address is 
correct. All this is done for you without 
any work whatsoever on your part. 


HERE’S HOW YOU PROFIT 


All sales start with first creating a desire 
in the minds of the consumer . . . HOME 
Maintenance & Improvement magazine 
does just that—but in a great big way! 
Everything in HOME magazine, from cover 
to cover, gives the reader ideas on how to 
improve their homes or to build a new home. 
Every story, every article and every idea 
needs the products you sell ... from 
lumber and millwork, to hardware and 
building products, 






Here’s how it works - - - 


The readers come to you for the products 
HOME talks about because your name is 
on the cover. There’s a full page ad de- 
voted to you inside, besides all the edi- 
torial content. Even the advertising asks 
the reader to come in and see you. Every- 
thing in HOME Maintenance & Improve- 
ment magazine, from cover to cover, is 
working to bring the reader into your store. 
HOME is your own company magazine, 
almost as if you yourself wrote it and 
had it printed and mailed, with one big 
advantage—because we are able to pub- 
lish such a huge quantity and because of 
the fine advertising in HOME—you get 
HOME magazine for only a small fraction 
of what it would cost to do it yourself. 


YOU GET ALL THIS FOR LESS 
THAN Ic PER WEEK 


The only cost to you is the service charge 
of handling your mailings of lle per 
copy which includes paying the postage. 
Imagine, less than lc per week for each 
name you give us. This big bargain is 
possible only because the major cost of 
this big four-color macaazine is defrayed 
by the national advertising contained in 
HOME. Only advertising of nationally 
distributed building products, the types 
you handle in your yard, is accepted in 
HOME, Thus the advertising too, is helping 
pre-sell the customer for you. 


START HOME NOW 
FOR BIGGER PROFITS 


In just four issues HOME has grown from 
zero to almost 1200 dealers who are hav- 
ing us distribute over 300,000 copies. Don’t 
wait—get HOME started working for you 
right now. Remember, your mailing list 
remain’s your property and will be pro 
tected against any duplication by any 
other dealers. Mail the coupon today. 
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a DEALERS TELL HOW 
‘‘HOME”’ SELLS FOR THEM* 


On some items of building supplies, 
our sales have jumped as high as six 
times normal in the weeks following 
the circulation of HOME Maintenance 
& Improvement. 


HOME SOLD “HOUSE JOB!” 


The results of the first issue of your 
magazine were indeed very gratifying. 
While we did not keep an accurate 
count of the number of calls, we do 
know that we were successful in sell- 
ing one complete house job within one 
week after this particular customer 
had received your magazine. 


Phoenix, Arizona 


“HOME” SELLS EVERYTHING! 

Your HOME magazine hit our mailing 
list about two days ago, and already 
we are being called on to supply 
everything from garage doors to 


tims. 
Wallkill, New York 


INCREASES “HOME” LIST! 

Many of our readers telephoned and 

expressed their thanks, The response 

was so gratifying, we are enclosing ¢ 

new mailing list and have «added 

many names. } 
Midland, Michigan 


“HOME” STARTS PHONE INQUIRIES 
Kindly rush 10 copies for our own use, 
as we are getting inquiries by phone. 


Hartford, Connecticut 


“HOME” BRINGS NEW CUSTOMERS! 


We have already felt the impetus 
HOME Maintenance & Improvemet 
has made on our trade. People wh? 
never called us before are ling 


store for copies. 
- LaPorte, Indian 





. 


HOME INCREASES SALES ‘‘6 TIMES!" | 


Neenah, Wisconsin | 
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on Request. 
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*Names of Dealers Available 


















Actually 8% by 11”, 
I fistea with natural 
color photographs and 
@ illustrations that sell! 


xis 


HOME features time- 
ly ideas to improve 
homes or to build 
new dwellings — 
how to apply the 
products you sell 
plus tips on using 
tools.. From cover to 
cover, HOME sells 
for you. 
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I am interested in the possibilities of your HOME Maintenance & 
Improvement magazine to build my sales and profits. Without obligation, 
please send me a copy of “HOME” and more details as soon as possible. 





Gentlemen: 











Our Customer-Prospect list is approximately:(Please check closest figure) 
100 SsOOg] 1,000() 5000() 10,000 [j Over 10,000 Fj 











Name 





Company 
Address 
City Zone State 


MAL 10 . American Lumberman & BPM 
® ‘‘Home”’ Magazine, Dept. AL 
139 N. Clark Street 
Chicago 2, Illinois 

























































Indirect Approach Sells Houses 








dP 

















HOME SUPPLY CO.; INC. 
(337 KING HIGHWAY + PHONES 4-6//7- 4-618 


ASSOCIATE MEMBER » KALAMAZ00 ASSN OF HOME BUILDERS =~ 


dealer relations. 


Every ad run by this Michigan dealer sells at least one house. 


SAMPLE AD USED by Security Home Supply Co. to weld contractor- 


+ & 
48 September 22, 1952, AMERICAN LUMBERMAN © 





“We’re getting ourselves out 
of competition, selling a lot of f 
new business, and building af 
whale of a lot of good will,’ 
says Frederick J. Sopjes, pres-f 
ident of Security Home Supply 
Company, Kalamazoo, Mich. f 

Security is doing this by sell-Fi § 
ing houses for their builders, — 
rather than materials, in their 
advertising. This is the indirect f 
approach and it is paying off f 
for them. : 

“While our competitors aref 
beating their brains out trying 
to sell material at so-much-a-f 
thousand, our ads are selling} 
houses for the builders whof 
patronize us. Each _ insertion} 
has sold from one to fourp 
houses,” says Sopjes. ‘Whey 
we do this selling job for these 
builders, we find they are no-f 
ticeably less critical of prices? 
and a lot easier to get along} 
with.” 

In their ads, Security runs 4 
picture of a builder, a picture 
of his latest house, plus a short} 
descriptive sketch on the type 
of houses he builds. If he has 
a house for sale, the ad tells 
the reader where it is located 
and where the prospect can get 
in touch with the builder. 

Excerpt from a recent ad: 

“Robert ‘Bob’ Van _ Pattel 
one of Kalamazoo’s youngel 
builders, has been one oi oul 
best customers for over fou! 
years. He builds a good, sount 
house and we can recomment 
him most highly. He is know! 
for quality workmanship and 
we can assure you he insists F 
on good materials for his jobs 
Bob is a member of the Kala 
mazoo Association of Home> 
Builders.” 

Security’s ad copy also offers | 
their services of desiyning;} 
planning, estimating, ane} 
financing free to anyone build-| 
ing through one of their col 
tractors. 
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| Now! First time ever... a genul rie 
heavy duty SKIL Saw 


Sa eya9 


—~ Model 686. SKIL Homebuilders 
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ying 6” Saw Designed and Built for 
CN-a- 
lling Carpenters and Homebuilders 
who f 
rtion f 

four} Now SKIL announces a powerful new 
Vhen 6” saw at lowest price. This is a gen- 
- | uine heavy-duty saw, fully powered 
rices and ruggedly constructed to meet 
long every need of your customers. 
_” : New features—exclusive features at 
cture : [frm no extra cost—make this saw the big- 
short : : gest and best value of all time—among 
ve all makes! 

tells FF 
cated FP Compare these outstanding features 
n gel ° e e * 

with those of any other Saw in this price class! WE'RE TELLING YOUR 

ad: & CUSTOMERS ABOUT THE HOMEBUILDERS 
itten, Be Completely new design—anew © Safety retractor handle on tel- SAW—GREATEST VALUE EVER! 
inget : saw inside and out! escoping guard. 
your Heavy duty—All ball-and-roller © Complete adjustment for depth Yes, we're advertising this great new SKIL 
four bearing construction. of cut from O to 1"5{¢”—Cuts up Saw to contractors and builders throughout 
ound . — . to 2” dressed lumber. the industry in the major trade magazines 
evers e rip tence—Accu- ° o-- 30 ° 
mend rately calibrated. Can be locked © Bevel adjustment — quickly ad- es the building — bir terete field is 
now! out of the way or removed. justs for any angle to 45°. American Builder and Practical Builder. 

and The ads stress the SKIL name, the low 
sists price and the outstanding features! 

jobs. — 
Kala- 
Tome SKIL Products are made only by Skilsaw, Inc. 

_ 5033 Elston Avenue, Chicago 30, Illinois 

yffers 4 ° 
ning: ¢ Skilsaw Factory Branches in 34 Principal Cities 
. por In Canada: Skiltools, Ltd., 3601 Dundas Street West, 
yuild- Toronto 9, Ontario PORTABLE TOOLS 

con: § 

) Call Your SKIL Wholesaler—Today —for Complete Information on the New SKIL Homebuilders 6” Saw. 

an &@ Buitpinc Propucrs MERCHANDISER 5 











ypunee compat 


cauget 
aa a 





NEW DISPLAY SPACE enables the Brooks Lumber Co. to bring dead items 
out of the warehouse, increasing volume of paint and hardware items by $3,000. 







upuaniaces 





Sa i ae A 
FRANCIS BROOKS in his office which 
is paneled in California pine. Desk 
was made in the company’s millwork 
shop. 


GENERAL VIEW of the display area. Lounge section, left foreground, is equip- 
ped with easy chairs and table with plan books. Display of paints and builders’ 
products faces the display windows. 


New Business from New Display Room 


North Carolina firm also builds volume by 
cooperative program with contractors. 


Paint, hardware and_ tool 
sales combined, have increased 
on the average of $3,000 per 
month as the result of the new 
display building built by the 
Brooks Lumber Co., Greens- 
boro, N. C. 

The new building is air con- 
ditioned and radiant heated. 
Striated plywood has been used 
to finish the walls and acous- 
tical tile for the ceiling. Tile- 
board wainscoting is used in 
the men’s and women’s rest 
rooms. 


The display of these and 


52 


other materials has helped the 
sale of these materials in com- 
mercial and new home jobs, 
says Francis Brooks, whose 
grandfather, T. T. Brooks 
founded the firm in 1895. 

Although the Brooks’ firm 
does general contracting in the 
residential, commercial and in- 
dustrial field, it does not com- 
pete with its own contractor 
customers. 

“We keep an eye on any 
major project we hear about, 
but if one of our customers is 
bidding on it or is interested 


in it, we stay out,” is the way 
Mr. Brooks explains his pos 
tion. 

The company has just fir- 
ished a $168,000 textile mil] job 
in Wadesboro, N. C. It recently 
built six homes in the $6,500— 
$7,500 bracket on speculation 
on land owned by the company. 
However, most of the homes 
built by Brooks sell for over 
$20,000 and are built on con- 
tract. 

In addition, Brooks Lumber 
Co. works with a number 0 
contractors who specialize 1 
the remodeling business. / 
the add-a-room or remodeling 
calls received by the Brooks 
firm are split among ‘hese 
men. 
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Q): 


: Gypsum sheathing is tongued and grooved—locks 


(): 


: You won’t even need building paper with it—unless 


(): 


: Little or none—because every cut-off piece, regard- 


THE ANSWER MAN 





lireproof! Fireproof! That’s what my customers are 
demanding in sheathing. What’s the answer? 


: Give them gypsum sheathing. Gypsum is rock—it 


cannot burn. 


: HW hat’s it covered with? 


\ tough, heavy paper that’s... 


: Hold it! I’ve heard about that cover. They say that it 


can't be stored outdoors. 


: Outside storage on the job is no longer a problem. 


lt was licked by modern research—like a lot of 
other old-time building material bugs. Today’s gyp- 
sum sheathing is water-repellent—sheds water like 
a duck! 


How about the wind resistance? 


together as tight as a drum. 


Can it hold building paper satisfactorily ? 


a local building regulation requires it. 


How about wastage ? 


less of size, can be used. 1000 square feet of gypsum 
sheathing covers 1000 square feet of surface. 


‘ ireproof, windproof, waterproof—I suppose you'll 
tell me it’s ageproof. 


: No, but I can show you letters from builders who 


have reported no deterioration or loss of strength 
of gypsum sheathing that was installed 25 years 
ago. And in the recent Topeka floods, gypsum 
sheathing was one of the few building materials that 
withstood devastation. 
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Now what about insulation ? 


You'll get adequate insulation in most cases. Besides 
the amount provided by the gypsum sheathing 
itself, you must remember that you always use a 
finish too, like siding or shingles or brick. This 
combination, plus the air pocket between, provides 
good insulation. 


: What size does it come in? 


In the giant size—for large surface application— 
2’ x 8’, 144” thick. One man can handle a sheet with 
no trouble. It goes up fast, 16 square feet at a time; 
and easily—only 4 to 7 nails required; and it can 
be scored and snapped right on the studs. 


: Any other features ? 


Gypsum sheathing won’t warp, buckle or shrink. 
It defies dry rot, termites and other evils that 
vegetative building materials can’t resist. You must 
remember that gypsum is not vegetable, but min- 
eral. It’s rock. 


: It’s everything I’ve wanted. Is it economical ? 


It’s the least expensive sheathing on the market, 
as low as 50% less than other sidewall sheathing 
costs. This is a proved fact! 


: I’m sold. Where can I get it? 


Anywhere in America, because it’s made through- 
out the country. And because it is manufactured 
under quality control, you'll never have the prob- 
lem of various grades of gypsum sheathing. Every 
sheet is identical. Ask for it by this brand name— 
Weather-Shield Gypsum Sheathing, one of a great 
line of building materials produced by Certain-Teed 
Products Corporation, Ardmore, Pennsylvania. 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are ‘'set up'' for serv- 
ice. With many long-established mill contacts, 
knowledge of mill's specialties, resources, manu- 
facturing and shipping facilities and a thorough 
understanding of buyer's requiremenis, the lead- 
ing Western Wholesalers below can help you take 
the® worry out of your lumber buying. Tell them 
your needs. Let them supply your complete re- 
quirements. 


MAUK SEATTLE LUMBER COMPANY 


3935 University Way, Seattle 5, Wash. 
WESTERN LUMBER MERCHANTS 
Bastern Office 4 Warehouse: 

THE C. A. MAUK LBR. CO., TOLEDO, O. 


Joseph A. Adair Lumber Co. 
520 $. W. Sixth Avenue 
Portiand 4, Oregon 


Carl E. Soderberg Lumber Co.. Inc. 
1120 Old Nat'l Bk. Bldg., SPOKANE 8, WASH 
PINE SPECIALISTS 


TEmple 1448 Teletype SP-175 


CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FORES! PROVDUCLIS 
Telephone: AT 659! teletype: D572 


Duncan Lumber Co., Inc. 
818 Securities Bldg., Seattle |, Wash. 
Specializing In Fir Gutter, all sizes and patterns 


Morrill & Sturgeon 


Lumber Co. 
YEON 6L0G., PORTLAND, ORE. 


NORTH PACIFIC LUMBER CO. 
Only The Best Northwest. Lumber 
P. O. Box 7764, Portiand 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 


~ ALEXANDER LUMBER CO. 


435 Securities Bidg., Seattle 1, Wash. 
RAIL SHIPPERS @ WESTERN FOREST PRODUCTS 
P Specializing in Western Red Cedar Siding 

Telephone MUTUAL 2606 TWX SE 532 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 
Our 32nd Year 




















THE MARK OF QUALITY 
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564 sashes St., hee Freaciece : 4, Cal. 
SENECA LUMBER SALES 


Wholesale Forest Products 
P.O. Box 1211 Phone 5-1211 
EUGENE, OREGON 


Complete Planing Facilities 
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Dealer Cooperate to Sell Stucco 


Four California firms find it’s better all around 
for one dealer rather than all four to stock a full line 


of colors. 


Cooperation by four or more 
dealers in the South Bay area 
of Los Angeles County is boost- 
ing sales of colored stucco for 
all of them, according to Ed 
and Harold Ewart, partners in 
Bay Cities Building Supplies, 
Manhattan Beach, Calif. 

These dealers faced a special 
problem. Located close to the 
Pacific Ocean, they frequently 
found that some of the many 
colors (24 interior and 24 ex- 
terior shades) went “stale.” 
Moisture caused slower movers 
to harden, causing a loss to the 
dealers. 

Messrs. Ewart and_ their 
friendly competitors hit on the 
following plan: 

They picked one dealer in 
the area to stock the full selec- 
tion of colors. This dealer can 
buy in 150 sack lots, a minimum 
delivery order. As the other 
dealers in the area need colored 


ED EWART, left, and his brother, Harold, partners in Bay Cities (Calif) 
Building Supplies, check supplies of colored stucco. 


Ay 
BUILD 
SUPPLIES 


"Us E SERULEDE hoe 
"eatin loin Bary 49346 


cement they send over a pickup 
to Bay Cities Building Supplie: 
and within minutes they have 
delivered their customer: 
order. 

Whereas one store would find 
it uneconomical to carry all the 
colors; the pooled selling powel! 


of four or more dealers enable F 


the firms to have full supplie 
on hand. They seldom os 
sales because one dealer is “oll 
of stock.” 

The Ewarts maintain « pe 


petual inventory of the 48 cof 


ors (plus 24 colors of bondilf 
cement), changing the inveél 


tory sheet after each sale “ 


colored stucco. 

For acting as the suppl! 
source, the other lumber 4? 
builders’ supply dealers pay 








ADA aati tale nt IE at i SOc it etna te rtd Ss 


ir easier 








Bay Cities 20c handling chargé 
on each sack of stucco. All o 





the dealers sell their colored 
stucco at the same price. 
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homes. And, just as in LAKEWO ned community of 
pickup | NN ao 
= 15,600 homes, builders of \fiWe be ae’ yngrica are now using 
omer’ é xo ) ; 4 
— BOR-N-SET self igang, 6 | thsets. aad locksets made only of 
all the \2 ‘ Sy 
rable brass, steel and av j in the low priced field. 
ip plies XX Ly } ,. 
7 bw BOR-N-SET !ocks are also being installed in many government installations, 
a per e e e e e . . a 
48 coh another indication that where High Quality is desired . . BOR-N-SET wins. 
onding y i 
invell: ; : \ 
ais oj) Always Ch al Always 
;|) insist ° BOR-N-SET LOCKS IN : insist 
—_ | on this BOR SET LAKEWOOD ARE SUPPLIED on this 
1 BY ACME HARDWARE CO. 
s |, TRADEMARK LOS ANGELES LOCKSET 
All of! 
color’) Hollymade Hardware Mfg. Co. 4865 Exposition Blvd. Los Angeles 16, Calif. 
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our Garages 


lighter and private 


r 


says a typical builder 


“WE know we're making a satisfied 
customer when we put in a panel of 
Insulux Glass Block®. We know the 
garage will be lighter and more private 
... that outsiders can never tell what’s 
stored inside.”’ 

With glass block there’s no upkeep 
—no reputtying or repainting. Panels 
can be hosed down to clean—there’s 
nothing to rust or rot. If garages are 
below house level, glass block panels 
are a natural. They're .weatherproof, 
waterproof, and impervious to 
weather of all kinds. 
~ Supplies of Insulux Glass Block 
and all of the installation materials 
needed are noncritical and immedi- 
ately available in quantity. 

Send for the details and be ready 
when customers ask about this use of 
glass block. Write: Insulux Glass 
Block Div., Kimble Glass Company, 
Dept. AL-9, Box 1035, Toledo 1, O. 


KIMBLE GLASS 
COMPANY 


Subsidiary of Owens-Illinois Glass Company 
Toledo 1, Ohio 
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GLASS STORE FRONT encourages visual shopping at Hicks 


store in Salinas, Calif. 


Fill the 
Community 
Need 


California firm finds 
that contracting depart- 
ment is good in one city; 
appliance department is 
more successful in small 
town. 


The smaller the town, the 
broader the services of a retail 
lumber store should be. Clair 
W. Hicks has come to this con- 
clusion after 10 years operation 
of the Hicks Lumber Company 
of Salinas, Calif., and six years 
owning a second yard in the 
much smaller town of Green- 
field, about 35 miles to the 
south. 

The Greenfield yard has 
actually become the larger of 
the two because in this store 
Mr. Hicks carries not only com- 
plete home building materials, 
but also a full line of appliances. 
Although Greenfield has a pop- 
ulation of only about 1,500, it 
is surrounded by many prosper- 
ous fruit and vegetable farms 
and ranches. Ranchers come 
from as far as 40 miles to the 
south to trade in Greenfield. 

By carrying the full line of 
appliances, Hicks not only at- 
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REPAIRS TO ICE SHED are beilg 


made by workmen from contracting 
department operated from the Salinas 
yard. 


tracts customers to his building 
materials departments, but pro- 
vides a service not otherwise 
available in the community. 
The store also operates a service 
department to supplement the 
appliance line, and finds this 
pays off too. ( 
15,000 people in the trading 
area. 

In Salinas, a center of 25,00! 
persons, the appliance busines 
is slower. Although the mall 
store does carry some «ppl: 
ances, competition is much 
keener and the departmen : doe 
not pay off as well. 

In place of developing «n al 
pliance department, the entel- 
prising Clair Hicks has opened 
a construction department al 


gone into general contracting 


(continued on page 86) 


September 22, 1952, AMERICAN LUMBERMAN & 


There are about > 























U 








they Il 


Cla asikel oMnd aKssbam aleyenter= 
and stretch your profits 











Ce a TCH WITH THIS 
22 | 
ei BOOK! 


sg || ASE —t ~~ 52 a 
o¥\\ ‘\ Va ‘ is 
B\_. MK ia Put copies of this remodeling book 
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on your counter. Watch them go 
like hot cakes—and then watch your 
remodeling profits go UP! Here’s a 
cara book that will be grabbed—fast— 
being fe\ Soe i by every family that needs more 
neni space for living—and here’s why — 
Salinas 
il ding 
t pro- 
sr wise 
unity. : : , 
rviee e@ Contains more than 30 practical remodeling 
© the ideas for making small homes larger 
iv 
< this e Shows how to get more sleeping, living and a 
ibout storage space ‘ - oe : ~~ 
“ding @ Contains simple ‘‘how-to-do-it” plans SEND F FREE SAMPLE " 
: : ; COPY... » 
25 (00 @ Builds your sale of Ponderosa Pine windows, — 
5,0 : doors and cabinets—flooring—roofing— MAIL THE COUPON ; 
a insulation—siding—and many other items ; 2p 
all eeeeeee eee eee eset eeneeeeeeneeeseeereeneeeeneenes 
- ji @ Sells YOU to the customer—large 
upp}! - ; f Ponderosa Pine Woodwork 
much imprint space for your name 38 South Dearborn Street, Dept. VAL-9 
: does and message Chicago 3, Illinois 
Ot Please send free sample copy “Here's How to Stretch Your Home 
: for Better Living." 
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HITTING THE HOME REPAIR MARKET with the budget-plan idea is this huge sign on Bayonne, 
N. J., store front. It takes only two hours to get plan into operation, and customer has two months 


to make first payment. 


Stretches Payments--Remodeling Business Jumps 


Bill Foley in Bayonne, N. J., does a good job selling 
remodeling jobs on a pay-as-you-go basis. 


Many potential sales to homeowners, who 
want to repair or modernize, are lost because of 
one stumbling block—too-heavy down payments. 
One way to get around this is to give them more 
time to make their first payment—two months 
after delivery. This makes it easier on their 
pocketbooks and the whole prospect of remodel- 
ing is more encouraging from the very outset. 


A Bayonne, N. J., dealer, William N. Foley, 
president, Atlantic Lumber & Supply Co., has 
had considerable success with this system. In 
fact, he thinks it’s responsible for about 25% 
of his total volume, or from $75,000 to $100,000. 
He also thinks it’s the reason that so many 
petty cash sales have turned into sizable orders, 
and why more dealers ought to give the pay-as- 
you-earn plan a trial. 


He can cite several examples of homeowners 
who have converted attic spaces into $75-a- 
month apartments—mainly because they knew 
they would be able to use their first rent money 
as down payments on the conversion job. Al- 
though the contractor who does the work must 
meet payrolls during the two-month period, 
the strain is usually not too hard on him. And, 
if necessary, he can finance his materials and 
pay for them later. 


62 


Bank Plan 

“We’re continually emphasizing our slogal. 
‘Headquarters to Get a Loan,’” explains Foley 
“We first refer the customer to the bank, whic! 
then makes a simple check as to whether bi 
owns the property and what his income is. Abo! 
two hours later we get the green light and lt 
gets delivery—there’s nothing complicated abot! 
it. 

“When the note is signed, we advance the fil’ 


payment date 60 days ahead with interest stal'} 


ing at that projected time; so there’s no ext! 
interest cost. 
but thus far losses have been negligible, amoul! 
ing to less than 14 of 1 percent.” 


Atlantic Lumber & Supply Co. believes if) 


distributing its business among three banks, #! 
of which are out of town. “Why put all of yol! 
eggs in one basket?” Foley asks. He also poi! 
out that by letting out-of-towners handle tl! 
notes, much personal embarrassment anc |oté 
talk are eliminated. Customers do not :lwal') 
like to let word get around town that they 4 


The bank assumes all the ris 


mt ata 








making a loan. 

The bank notifies Foley immediately when tlt 
account is paid up. This is more than just fl! 
the record; it gives him a chance to contact tht. 
customer, thank him for his patronage, 49 


. ~s 
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are turned into big ones when customer learns about financing plan. 


suggest that since he has paid up in full, now 
is the time to think about fixing up the basement. 

This method of doing business works out 
equally well among Atlantic’s three principal 
types of customers: homeowners, cash-and- 
carry trade, and building contractors. 

“We’re getting business which might ordi- 
narily go for cars or household furniture and 
appliance goods by competing with these sellers 
on equal terms,” points out Foley. 

\s a further service to customers and to round 
out its eredit facilities, Atlantic extends the 
same time-payment privileges to those wanting 
a new heating plant or a paint job, even though 
the dealer doesn’t engage in this buisiness. “It’s 
merely a bookkeeping transaction on our part,” 
says Mr. Foley, “but it means a lot to some of 
our accounts and has helped a good deal in 
building up good will for us.” 


Heavy Newspaper Promotion 


‘o bring its message continually before the 
public, Atlantic uses a varied promotion cam- 
paien embracing newspapers, direct mail and 
bil:boards, all of which have the impact of con- 
stant repetition. 

ne city’s only daily newspaper carries a 
quarter-page ad of the company every Friday. 
All items are priced, but some are quoted on a 
“per month” basis to make them appear less 
costiy. Monday’s edition carries a smaller ad, 
)-Inches, single column, which is concentrated 
Wholly on the budget plan. These ads are run 
throughout the year. 

Printed stuffers, giving building suggestions 


} and how the cost can be met under the easy- 


(continued on page 86) 


THE BUDGET PLAN is proving successful. Rate table (right) gives 
12-month (not shown), 18-month, and 36-month breakdown of pay- 
The low monthly payments surprise many customers. 


ments. 
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WILLIAM N. FOLEY, Atlantic Lumber & Supply Co. president, 
writes up a small cash order for a customer. Many times such orders 






























































] 18 Months | 24 Months Mon 
Unpald Amount Amount Amount 
Balance | of Mo. of Mo. Mo. 

Note | Pay't Note | Pay't | Note | Pay't 
gi ft2e] .o7 | 820] 05 | baa] 08 
2 | 2.34 13 2.40 10 2.52 .07 
3 | 3.42 19 3.36 14 3.60 0 
4 | 4.50 25 4.56 19 5.04 14 
5 | 5.58 3l 5.76 24 6.12 17 | 
40 110.98 61 11.28 47 11.88 33 
15 116.38 9 16.80 -70 18.00 58 
20 421.96 1.22 22.56 -94 23.76 66 
25 =| 27.36 1.52 28.08 1.17 29.52 82 
100 {09.08 6.06 112.08 4.67 em ee 
110 | 20°06 6.67 123.36 5.14 peee ee 
120 [30.86 7.27 134.64 5.61 R ‘ 
130 {41.66 7.87 145.68 6.07 
140 {52.64 8.48 156.96 6.54 
150 |63.44 9.08 168.00 7.60 eee os 
160 74.42 9.69 179.28 7.47 189.00 §.25 
170 485.22 10.29 190.32 7.93 200. 5.58 
(80 [96.20 10.90 201.60 8.40 212.40 5.90 

97.18 11.51 212.88 8.87 224.28 6.23 

16.16 12.12 224.16 9.34 236.16 6. 

28.96 12.72 235.20 9.80 248.04 . 

220 439.94 13.33 246. 10.27 259.92 7.22 
230 150.74 13.93 257.76 10.74 271.80 7.58 
240 161.72 14.54 268.80 1f.20 263.32 7.87 
250 172.52 15.14 280.08 11.67 295.20 8.20 
260 |33.50 15.75 291.36 12.14 307.08 8.53 
270 194.30 16.35 302.40 12.60 318.60 8.85 
280 105.28 16.96 313.68 13.07 330.12 9.17 
290 116.08 17.56 324.96 13.54 342.00 9.50 
300 |27.06 18.17 336.00 14.00 354.24 9.84 
325 454.42 19.69 364.08 15.17 383.76 | 10.66 
350 |81.60 21.20 392.16 16.34 413.28 | 11.48 
375 128.96 22.72 420.00 17.50 442.80 | 12.30 
400 136.14 24.23 448. 18.67 472.32 | 13.12 
425 163.50 25.75 476.16 19.84 501.84 | 13.94 
450 {70.68 27.26 504.00 21.00 531.00 | 14.75 
475 17.86 28.77 532.08 22.17 560.52 | 15.57 
45.04 30.28 560.16 23.34 590.04 | 16.39 
525 172.40 31.80 588. 24.58 619.56 | 17.21 
550 |99.58 33.31 616.08 25.67 649.08 | 10.03 
575 126.94 34.83 644.16 26.84 678.66 | 18.05 
600 [54.12 %.34 672.00 28.00 706.12 | 19.67 
650 | 08.66 39.37 728.16 30.34 767.16 | 21.31 
700 463.02 42.39 784.08 32.67 826.20 | 22.95 
750 117.56 4.42 840.06 35.00 885.24 | 24.59 
800 172.10 48.45 896.16 37.34 944.28 | 26.23 
850 | 26.64 51.48 952.08 39.67 | 1003.32 | 27.67 
900 181.00 54.50 | 1008.00 42.08 | 1062.00 | 29.50 
950 [35.54 57.53 | 1064.16 4.34 | 1121.04 | 31.14 
1000 190.06 1120.08 | 46.67 | 1180.08 | 32.76) 
1050 144.62 63.59 | 1176.00 49.00 | 1239.12 | 34.42 
1100 199.16 66.62 | 1232.16 51.34 | 1298.16 | 36.06 
SO [53.52 69.64 | 1288.08 53.67 | 1357.20 | 37.70 
1200 [08.06 72.67 | 1344.00 56.00 | 1416.24 | 39.34 
1250 [62.60 75.70 | 1400.16 $8.34 | 1475.28 | 40.98 
1300 |17 14 78.73 | $456.08 60.67 | 1534.32 | 42.62 
1350 171.50 81.75 } 1512.00 63.00 | 1593.00 | 44.25 
26.04 84.78 | 1568.16 65.34 | 1652.04 | 45.89 
1450 |60.58 87.81 | 1624.08 67.67 | 1711.08 | 47.53 
1500 | 35.12 90.84 | 1680.00 70.00 | 1770.12 | 49.17 
4600 | 44.02 96.89 | 1792.08 74.67 | 1888.20 | 52.45 
1700 {53.10 | 102.95 | 1904.16 79.34 | 2006.28 | 55.73 
1800 |62.00 | 109.00 | 2016.00 84.00 | 2124.00 | 59.00 
1900 171.08 | 115.06 | 2128.08 88.67 | 2242.08 | 62.26 
2000 (60.16 | 121.12 | 2240.16 93.34 | 2360.16 | 65.56 
2100 (89.06 | 127.17 | 2352.00 98.00 | 2478.24 84 
2200 198.14 | 133.23 | 1464.08 | 102.67 | 2596.32 | 72.12 
2300 07.04 | 139.28 | 2576.16 | 107.34 | 2714.04 | 75.39 
2400 116.12 | 145.34 | 2688.00 | 112.00 | 2832.12 | 78.67 
2500 =| 25.02 | 151.39 | 2000.08 | 116.67 | 2950.20 | 81.95 

















20 opening press—one of the world’s largest 


) WHY BUY BRAUND » 


BIRCH PLYWOOD? | 


1. WE SPECIALIZE in birch © 
Plywood 
& 2. 


birch grows 


Sh 
W 


source, no pyramiding of freight 
costs 

LABOR COST SAVINGS passed 
on to customer 

. PLYWOOD made in MODERN, 
UP-TO-DATE MILLS 

. VERY BEST GLUE USED 

. STOCK PANELS ALL HOT 
PRESSED 


ETC RS 


WAS 


SAAR RES 
<S SSS 


Oo ND wo - 





MADE IN CANADA where best — 
_LOG WASTE ELIMINATED at | 





. OVER 200 satisfied customers : 


L.C.L. or CAR 
SHIPMENTS 


also available from our new 


DETROIT WAREHOUSE 


including 


DOOR PANELS 


birch and gum % and *%. 


STOCK PANELS 


birch and gum, all sizes 


; SHEATHING 
( fir and gum, all sizes 
Specify your Requirements 


W.R.BRAUND 
Company 











Room 214 Wabeek Building 
280 West Maple Avenue 
Birmingham, Michigan 
Telephone— Midwest 4-3450-51-52-53 
Birmingham TWX 500 
Detroit Warehouse— 
Tel. TY 4-4095 
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Be an “‘Above-Average’’ Dealer 


Study your operating statement: 
only what your expense costs are, 


should be. 
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By OSCAR R. DAVIS 
C. P. A., Wolf and Company, 
Oklahoma City, Okla. 


PART | 


With sales volume more difficult 
to maintain and with the neces- 
sity for rigid expense controls, 
we find management generally 
not ready to assume responsibil- 
ity. In last year we had an ex- 
ample of the failure of man- 
ugement to exercise control. 

We pulled from our files nine 
different cases of building ma- 
terials dealers and, disregard- 
ing the reduction in sales vol- 
ume, we made a comparison of 
the gross profit or the gross 
margin obtained during 1951 
and 1950. The gross profits 
were less, percentagewise, in 
every instance, except one, and 


know not 
but what they 


the operating expenses, percent- 
agewise, were greater in every 
single case. See table at bottom 
of page. 

These figures are indicative 
of what generally will be found, 
not only in the retail lumber 
business, but in manufacturing 
organizations, with the mer- 
chant on Main Street in your 
town, your automobile dealer, 
jobber, grocer and, in _ fact, 
practically any type of business 
that you want to consider. 

After looking at the fore- 
going percent to sales compari- 
sons, we thought it might be of 
interest to review a_ selected 
group, that probably could be 
considered to be generally typ- 
ical, to see what would be the 
results of comparing their com- 
posite operations for the year, 
1951, as against the year, 1950. 


This comparison shows: 


Comparison of 1951 with 1950 


Up% Down% 

Sales Volume ...... 26.81 
Salesmen’s Salaries. 8.86 
Yard Wages ...... aa 3.1 
Advertising ........ 41.46 
PHAUPAMCE «.. «605.5045 17.26 
Office Supplies ...... 20. 
MN ocla Grape. o:anbsb aie 

Advalorem ....... 26.4 

Le | ra 
Auto and Truck 

BMPOMBO .n.« ciciecrsis 24.9 
Depreciation ....... 14.4 
Income Taxes ...... 61.1 
WUE Sioiscasaresisis 60.74 


The 26. 81% reduction in sales 
volume is “rugged” and would 





Comparison of 1951 with 1950 Per Cent to Sales 


% TO SALES —— 
OPERATING 

GROSS PROFIT EXPENSES PRoFItT 

Up Down Up Down Down 

RN NM NC SS oo ius eet ea 1% 1% 2% 
UN ns ws i eres aresecs ys 3 5 
CN oo oe i Se 5 4 9 
I ce en 2 4 6 
| OS Bee eee 3 2 5 
CI I gga hp trci a wie eres 3 1 4 
EES oo acre. cere amam neeeices 1 0 
NEES 8 205s aracaro naverd coal eile 1 4 5 
UR ccciccclen oe adeeteaan 1 5 6 
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SONOS & VIS © C1 


AN 


CASH IN 


PERFECT WINDOW 
FOR EVERY CLIMATE! 


TIGHTEST CLOSING 


10 times tighter than { 
ordinary windows! 


PATENTED AUTOMATIC 








SELF-LOCKING 
On full weatherstripping 


EXTRA SAFETY-LOK 


Doubles security 


FRESH AIR NITE-VENT 


Night ventilation plus 
protection 


ROTO-TYPE OPERATOR 


No interference with 
drapes or blinds 


PERFECT VENTILATION 


Opens widest -- 
to almost 90° 








as 
\ 
No 
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LUDMAN Corporation 
Box 4541, Dept. AL9B, Miami, Florida 
Please send me, without obligation, the booklet, ‘WHAT IS 


IMPORTANT IN A WINDOW" and complete information on the 
Ludman Products checked here: 


[J Auto-Lok Wood Windows lama... Dealer [J 
[] Auto-Lok Aluminum Windows Builder [] 
(] LUDMAN Windo Tite Jalousies Architect [] 
() LUDMAN Jalousie Doors PR ccniaininins 


I 

[ 
f 
i 
! 

i 
I 
j Name 
l 
i 
L 





LEADS THE 


LUDMAN 


oi Buitpinc Propucrs MERCHANDISER 


Tightest closing window ever made 
Seals itself like a refrigerator 





WORLD 


WITH 


WOOD WI 


THE WINDOW WomeN want MOST ! 


PRACTICAL BEAUTY 


Narrow, graceful lines 


CONCEALED HARDWARE 
No unsafe, unsightly 


== mechanism 


FINGERTIP CONTROL 
Precision built, 
rustproof, self-adjusting 


EASIEST TO CLEAN... 


outside from the inside, 
top sash too! 


INSIDE SCREENS AND 
STORM SASH 


Just flip the clips to 
change 











WINDOW 


NDOWS 


Builders everywhere demand 
them to top competition! 
Architects use them in their 
own homes! Every woman 
who sees them insists on 
having them! 


Never before has a window 
given you so many easy-to- 
demonstrate sales-clinching 
features...A product of years 
of research and design, 
representing the engineering 
skill and manufacturing expe- 
rience of the largest manu- 
facturer of awning windows 
and jalousies in the world! 


PRICED TO SELL -- 


At no more than the cost of a 
good grade of ordinary, old 
fashioned window 


DELIVERED COMPLETELY 
ASSEMBLED -- 


Easiest to handle, store, and 
install...no parts to lose 


QUICKLY AVAILABLE -- 


jobbers have complete stocks, 
or write us for your nearest 
source of supply. 


Put an AUTO-LOK sample on 
your sales floor. A 3 minute 
demonstration will convince 


you that... 


AUTO-LOK SELLS ON SIGHT! 


VA And -- the greatest national advertising program in wood 
window history is under way to help you sell Auto-Lok! 


ENGINEERING 
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Here's a 
clothesline 
pulley with real * 
“sales pull’. Its 
deep-grooved design, 
stainless steel axle, and 

Stanley quality construction assure 
years of trouble-free, noiseless service. 


Take the “sag” out of your 
sales with this popular he, 
Stanley “pull-tite” line clamp @% ‘ 
.. a pull on the end of line ay 
tightens it. Ideal for 
tightening clotheslines, 
tennis and volley 
ball nets, or 
tent lines. using 
No. 8 or 10 
cord. 















STANLEY 
‘Clothesline Hardware. 


Stock these fast-moving wash-day 
favorites. Remember, customers 


know and buy Stanley quality. 


The Stanley Works, New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 








66 





indicate the need for immediate 
adjustment along other lines. It 
would appear that in an effort 
to maintain the maximum sales 
volume, added salesmen were 
employed and salesmen’s §sal- 
aries were 8.86% greater in 
1951 than in 1950. Advertising 
was 41.46% greater in 1951 
than in 1950. This additional 
advertising cost was brought 
about, in part by increased line- 
age and, in part, through 
higher advertising rates. This 
increase in advertising rates 
was necessitated by the same 
cost problems confronting news- 
papers as confront retail lum- 
ber dealers. 


Yard wages were reduced 
only 3.1% even in the fact of a 
decrease in sales volume of 
26.81%. This would indicate 
that either the work of the yard 
men was not planned properly; 
that the yard man_ simply 
stretched the work to cover the 
time; or that management 
maintained too large a yard 
force. It may be that manage- 
ment simply did not lay some- 
one off, preferring to carry the 
resultant non-productive cost 
until it was determined whether 
or not sales volume will soon 
pick up. 


Insurance, office supplies, 
taxes, auto and truck expense, 
depreciation and other expenses 
actually increased in substantial 
amounts over the same type of 
expenses for the previous year. 

Remember, these comparisons 
are against the previous year of 
the same organizations and are 
comparisons of actual dollar ex- 
penditures and are not compari- 
sons of “percentage to sales” or 
some other percentage to’ per- 
centage. 

Of course, the largest single 
reduction in cost was that of in- 
come taxes at 61.1%, but own- 
ership realized 60% less than 
realized the previous year. Did 
you get that? Ownership re- 
alized during 1951 only 40% as 
much on its investment as it did 
during 1950. I know of in- 
stances where owners and top 
management have reduced their 
own salaries to forestall the day 
when they will be required to 
adjust salaries and wages of the 
rank and file employes. 


Does the business man have 
problems? Does business man- 
agement have problems in the 
control or reduction of tax 
costs? Does management have 
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problems in the control or elim. § 


ination of operating costs and 


expenses? It is easy to point to | 


problems. It is easy to say, “‘ves, 
this is your problem,” or “these 
are your problems,” but merely 
recognizing a problem without 


developing some program for al- 


solution of that problem is a 
waste of time. 


How long has it been since 
you, yes, since you, have taken 
a good look at the operations of 
your business and have called 
into council the best possible as- 
sistance from within your own 
organization and from without? 
How long since you actually 
made an honest to goodness 
study of your’ business—of 
those things about your busi- 
ness that makes it what it is— 
of those things that are good in 
your business? How long has it 
been since you took a realistic 
look at those things in your 
business that are not what they 
ought to be, those things over 
which you do not maintain the 
control that you ought to main- 
tain? 


Let’s take a look at a few of 
these factors. In your mind’s 
eye will you take a look at the 
expense section of your own 
operating statement for 1952— 
yes for 1952—and as collateral 
material for consideration, your 
1951 statement should also be 
brought in front of your mind’s 
eye. 


You know what your expenses 
were for 1950. You know what 
your expenses were for 195l. 
Do you know what your ex- 
penses should have been for 
1951? At the end of 1952 you 
will know what your expense 
costs have been, but will you 
know what your expense costs 
should have been? Do you, at 
this time, have any idea of what 
your expense costs should be ol 
the basis of a given volume wl- 
der given circumstances” 
would not be wise to say thal 
your costs of a certain type 
should be so-and-so _ becausé 
some other organization’s costs 
are so-and-so. It may be that 
the other organization’s 
are out of line. “Average” fig- 
ures should not be your goal. 
Remember if you are an avél- 
age” operator, you are at the 
top of the worst, but at the bot 
tom of the best. Who wants to 
be an “average.” 


To be continued in a 
subsequent issvé 
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a rTER SHINGLE VALUES 
3 NO Ber EE MARKET TODAY/ 
‘| ow THE 
er SINGLE COVERAGE | 

lle -re-roofing dy 

bate It’s built like its big brother and 





cut from the same heavy sheet. 


% 
jally eh 
we DOUBLE ne, 2 The difference is in the cut, 


; which provides greater exposure, 
—ot 








‘ thereby requiring fewer shingles. 
JUSI- = a il- =p u rpose \ It’s the same interlocking type 
is— with concealed nailing at four 
yd in Tops for new construction or re- points — ideal for long life, low 
as it roofing, for farm and commercial ‘ cost re-roofing. It goes on right Be 
istic buildings, churches, schools and 1 over old shingles and stays put! 
your homes. This heavy duty, inter- ‘ Like Double Coverage—it comes 
thev locking shingle puts more than in plain or textured surface, at- 
over we layers of shingles over the ; tractive solid colors and beau- yr 
entire roof area. And it stays tiful color blends. (170 lbs., 96 
, the put come high winds or heavy shingles, 2 bundles—per square.) 


laln- weather! Fire-resistant of course. a 
(230 lbs., 120 shingles, 3 bun- 4 
dles—per square.) 
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w of | TEXACO’S TIME-TESTED, TOP-PERFORMING 
t the 
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ind’s 
_ ’ asphalt shingles 
what : , ; : 
1951. Here’s one type shingle that will answer a great major- 
eX- ity of your customers’ needs—for old or new construction 
for —and especially for high-wind areas where locked-down 
construction is a must. Show and sell TEX-LOK-—Single 
N) 
peo or Double Coverage. You'll turn more roofing prospects 
costs into customers with these shingles that carry the name 
A, at millions know and trust—Texaco. 
what 
ye ON * * * 
: a TEX-LOK shingles are available in the areas served 
that from roofing plants located at Lockport, Illinois; Port 
type Neches, Texas; and Port Wentworth, Georgia. 
aur A a ee ES TE OE 
costs F DOvsLE 
that fovenace SINGLE COVERAGE in the Northeast 
orf | ee Eire it’s TEX-LATCH 
goal. Tex-Latch is similar to 
avel- Tex-Lok except in methods 
t the of locking tabs. Double Cov- 
» bot erage: 230 lbs., 120 shingles, 
its to 3 bundles—per square. Single 
Coverage: 170 lbs., 96 shin- 
gles, 2 bundles — per square. 
in a Tex-Latch shingles are avail- : _ 
issue. able from the Edge Moor, or MEMBER OF THE 
. Delaware roofing plant. ASPHALT ROOFING INDUSTRY BUREAU 
AN O 
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The right tools, in the right 
designs, weight and power, built right for serv- 
ice and priced right for volume sales. 






































No. 150 SpeedSander 
An all-ball-bearing, 
orbital-motion, finish- 
ing sander with power- 
ful 3450 r.p.m., A.C. 
induction motor and 

cast aluminum body. 


$34.50 


The Sander with Accesso- 
ries including: deep con- 
tour pad, finishing plate, 
felts for free abrasives 

and wet rubbing, 
lamb’s wool bonnet, Z 
90 sheet abrasive cov- 
ers, etc. in fitted steel 
carrying case. $49.50 


~ No. 1000 SpeedSaw 


4 H.P. Universal Motor, 
“a cast aluminum housing, 
< safety shut-off switch. 
} Cuts all angles to 45°, any 
kare depthto1%”. $29.95 
\ 
‘ie SpeedDrills 
(for metal or wood) 
Extra power, high 
speed, electric drill 
with cast aluminum 


cases, and geared 
chucks. 


No. 200-J 4%" Speed Drill 















= — No. 400 
wa 4%" SpeedDrill 
ee $39.50 
; also other sizes, types. 
Drill Kits 
Several fast selling 
kits. Painters and 
Householders Kit 
(illustrated) is typical. 
It has: 4%” Hornet 
Drill, Abrasive Discs 
and rubber back- 
er plate, grinding 
wheel, wire brush, 
buff, etc. in at- 
tractive display 
carton. . ‘$19.95 


peers Write for catalog 
Way MANUFACTURING CO. 
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1876 So. 52nd Ave., Cicero 50, Ill. 


What's YOUR Answer? 


Test your product knowledge as 
well as your knowledge of what other 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


1—The Paul Bunyan story 
gets a new twist from what 
maple flooring advertiser? 


2—How does one California 
line yard dispose of its “cats 
and dogs’? 


3—Louvre Leaders—that’s the 
name given a new window being 
manufactured by what com- 
pany? 


4—What does one dealer do 
to keep his oak flooring dry? 


5—Los Angeles’ Lakewood 
Park development has some 
15,000 Bor-N-Set locks in its 
doors, according to what manu- 
facturer? 


6—Is bidding in competition 
with contractor customers a 
good idea, in the opinion of one 
dealer? 


7—Mardis Gras is a new pat- 
tern of what well-established 
kitchen paneling line? 


8—What’s one way to get 
around high down payments 
when customers remodel? 


9—Albert Forest Products is 
advertising Picea canadensis, or 
what? 


10—Most hardboards come in 
12’ lengths, but what company 
has just come out with 16’ 
lengths? 


See Answers on Page 86 
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Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(082) in 1”, 1%”, 172", 1%” lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


160 Clay Street 
Brooklyn 22, N. Y. 
Established 1850 
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1. Sell Shinglstik with Every 
Asphalt Shingle Sale. 

2. Sell Shinglstik to Prevent 
Wind Damage to Existing 
Roofs. 


There’s something missing from your customer's 
roof when wind tears loose his asphalt 
shingles . . . and there’s something missing 
from your profit ledger when you miss selling 
the complete package . . . SHINGLSTIK 

with every asphalt shingle sale. Send for your 
free sample and learn how SHINGLSTIK, 

the only tailor-manufactured asphalt shingle 
sealer, does a better job on asphalt shingle 
roofs and for your pocketbook. 


eS ee ee ee 


FOR FREE TEST-SAMPLE | 

Send correspondence (postcard or lette*) to: | 

Shinglstik | 
Truman Road 

Kansas City, Mo. | 


plete address including brand name © 
asphalt shingles you carry. 


Note: Samples cannot be distributed 
without suppliers name. Sample distri- 
bution limited to territory between the, 
Allegheny and Rocky Mountains. 
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Include your name, company and com | . 
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WHAT’S NEW 
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Products .... Sales Aids... . Literature 


SEND FOR THESE: 


facts About Rubber Floors,” is a 
booklet published as part of a new 
educational program being conducted 
by the Rubber Flooring Division of 


The Rubber Manufacturers Associa- 
tion, Ine., to inform architects, in- 
terior decorators, homeowners and 
others about the advantages of mod- 
ern rubber flooring. This is intended 


as a non-technical reference book for 
those who have an interest in build- 
ing, interior decoration and the floor- 
ing business. In it will be found a 
brief deseription of the features of 
rubber flooring, how it is made, in- 
formation on installations and recom- 
mendations for proper maintenance. 
Write The Rubber Manufacturers As- 
sociation, Inc., Dept. AL, 444 Madison 
Ave., New York 22, N. Y. 


A new booklet helps take much of 
the mystery out of the use of straight 
chromium type-stainless steels. It 
includes detailed fabricating instruc- 
tions, and illustrations of straight- 
chrome stainless gutters and down- 
spouts in use for many years. For 
copies of the 12 page booklet, write 
Sharon Steel Corporation, Dept. AL, 
Sharon, Pa. 


A comprehensive job-picture book 
is available to show how hydraulic 
tools can solve production, construc- 
tion, maintenance and other problems. 
Called the “Idea Book,” the 64 pages 
of this helpful data are labelled as 
“1001 valuable shortcuts with hydrau- 
lic tools and hand tools.” For copy of 
the “Idea Book” write Blackhawk 
Manufacturing Co., Dept. AL, Milwau- 
kee 1, Wis. 


“How and Where to Use Stramit, 
the Building Board of the Future,” 
is available on request. Stramit of- 
fers many advantages to builders and 
owners ... a structural board with 
built-in heat insulation, acoustical ab- 
sorption and definite savings in ma- 
terials. Stramit is said to provide in 
one single-thickness board many 
wanted features of modern building 
usually requiring several materials 
and installation labor. For copy write 
The Strawick Company, Dept. AL, 


_— N.W. 5th St., Oklahoma City, 


_ the Douglas Fir Plywood Associa- 
tion has available a four-page Ply- 
form catalog covering the industry’s 
decision to capitalize on the Plyform 
grademark by applying “Plyform” 
both to exterior-type and _ interior- 
type conerete form panels. Plyform 
creates smooth, fin-free surfaces; can 
be used over and over; saves time 
and labor costs; and offers design 
adaptability. Exterior Plyform is 
identified by a new diamond-bar 
grace-trademark. Interior Plyform is 
identified with the familiar diamond- 
Shaped grade-trademark. Dealers may 
secure this catalog at cost from the 
Douglas Fir Plywood Association. If 


' desired, the name and address of the 


dealer can be imprinted on the back 
at a nominal fee. For literature write 


BuiLpInG Propucts MERCHANDISER 


Douglas Fir Plywood Association, 
Dept. AL, Tacoma Bldg., Tacoma 2, 
Wash. 


To know Your SK Party Candi- 
dates “Look Up the Record” in the 
Book. Spencer Kellogg and Sons, 
Inc., points with pride to the prog- 
ress made by the company in the 
development of fine varnish vehicles 
and alkyd resin materials. In its new 
promotion folder, SK gives the record 
of its contribution to research in 
supplying replacements for natural 
oils withdrawn from the market. For 
copy of folder write Spencer Kellogg 
and Sons, Inc., Dept. AL, Buffalo 5, 
N.. ¥. 


Chaindex, the most compact and 
adaptable of all visible reference rec- 
ords, is fully described and illustrated 
in a recently released booklet. Chain- 
dex applications are almost limitless. 
It serves ideally for reference records 
on pricing, direct mail, insurance, 
sales, prospect follow-ups, telephone 
listings, gas and electric subscribers, 
club and association membership, per- 
sonnel and employment lists, etc. This 
new booklet describes and illustrates 
the types and kinds of cards available 
and also the method of using the 
cards. For copy of booklet known as 
KD 574, write Remington Rand Inc., 
Dept. AL, 315 Fourth Ave., New 
York 10, N. Y. 


“Kentile As A Wall Covering,” is 
a brand-new sales aid in the form of 
an attractive illustrated 8-page book- 
let. Lavishly illustrated with photo- 
graphs the booklet shows the attrac- 
tive effects obtained by installing Ken- 
tile asphalt tile on walls of theatres, 
schools, homes, hospitals and office 
buildings. Full instructions are given 
for installing Kentile on walls and as 
wainscoting. Also included are archi- 
tects’ specifications and other aids to 
dealers. Among the latter is a light- 
reflectance chart, showing how much 
light is reflected by each of the 25 
Kentile colors. Write Kentile, Inc., 
Dept. AL, 58 Second Ave., Brooklyn 
15, N. Y. 





Short cuts 
framing and finishing will 
be discussed by Gus Meiss- 
ner in the second article in 


in roofing, 


the series, “Short Cuts 
Slice Construction Costs.” 
Look for this important ar- 
ticle in the next issue of 
American Lumberman. 





Hardwood Flooring Brochure 


A new brochure about flooring 
covering continuous strip flooring, 
plank and strip flooring, pattern 
flooring, block flooring, along with 
important information on North- 
ern Hard Maple, Red Oak, White 
Oak, Birch and Beech has just re- 
cently been produced by _ the 
Yawkey-Bissell Hardwood Flooring 
Company. One section of the bro- 
chure deals with natural color il- 
lustrations of the various hard- 
wood flooring panels . .. how the 
panels look after sanding, sealing 
and waxing. These panels cover all 
of the grades and woods manu- 
factured by Y-B. A page entitled 
Hardwood Flooring Facts gives 
valuable information about the 
wearing qualities of Northern 
Hardwood Flooring and how 
Northern Hard Maple, for ex- 
ample, rates in competition to 
other flooring materials. For copy of 
the brochure write Yawkey-Bissell 
Hardwood Flooring Company, 
Dept. AL, White Lake, Wis. 





MODERN HOMES 


PLANS AVAILABLE 
WEW FEATURES 





Home-Planning Book 


The L. F. Garlinghouse Company 
announces a new revised edition of 
Ranch and Suburban Homes. Latest 
in the Garlinghouse libarary of 22 
popular books on home planning, 
it contains 125 designs, many of 
which are shown in full color. These 
are both suitable and popular in 
town or country or for new-home 
developments. For over 40 years 
Garlinghouse has been supplying 
home-planning service to lumber 
dealers, contractors and builders. 
Complete working plans, specifica- 
tions, lumber and mill lists of each 
design are available at low cost. 
Price of the new Ranch and Sub- 
urban Homes book is 50c. Write 
the L. F. Garlinghouse Company, 
Inc., Dept. AL, 820 Quincy St., To- 
peka, Kan. 
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Merchandising Aid 


Produced as a merchandising aid 
for Aristoflex, Mastic Tile Corpo- 
ration of America’s new vinyl- 
plastic floor tile, this King-Size 
Tie-In Promotion Kit can be used 
to build full-scale local-level Aristo- 
flex promotions which tie in di- 
rectly with the company’s national 
advertising program for the fall 
of ’52. Aristoflex’ coast-to-coast 
advertising program can be local- 
ized in newspapers with hard-hit- 
ting ad mats and in radio with 
action-getting commercials. Stores 
can be dressed up with window 
streamers, decals, counter-display 
units, and full color reprints of 
Aristoflex ads which are appear- 
ing this fall in leading consumer 
magazines. Write Mastic Tile 


Corporation of America, Dept. AL, 
re OU, 
MN. ¥. 


30x No. 1151, Newburgh, 





NuTone Chime Promotion 


All dressed up in material from 
NuTone’s Fall and Christmas mer- 
chandising kit, this pretty Miss 
demonstrates that the new packet 
offers “complete merchandising 
coverage.” In an attractive red 
and green folder, the kit offers 
dealer merchandising hints for 
Fall and Christmas selling of 
chimes, pre-prints of NuTone’s 
four-color Christmas ads, a mat 
service book showing NuTone mats 
available for local advertisements, 
sample radio and TV spot an- 
nouncements, displays and folders. 
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Promotion of NuTone’s completely 
new line of household chimes is 
emphasized in the new kit. Write 
NuTone, Inc., Dept. AL-4, Cincin- 
nati 27, Ohio, 





Handy Coil Self Dispenser 

New type of sash cord coil dis- 
penser makes stocking, displaying 
and selling more efficient. Display 
self shippers are for standard 
1200-foot and 2400-foot coils of 
number 7 or 8 sash cord. Handy 
printed measuring device printed 
around top edge of dispenser makes 
measuring small lengths a quick, 
easy operation. Write John H. 
Graham & Co., Inc., Dept. AL, 105 
Duane St., New York 8, N. Y. 
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New Display Package 


To help retailers cash in on to- 
day’s tremendous ‘“Do-it-yourself”’ 
consumer market, the Dremel Man- 
ufacturing Company has announced 
a new display-package for its Model 
“A” Electric Sander. With this new 
red and black package, die-cut to 
form an appealling display for coun- 
ter or window, Dremel creates an 
entirely new approach to the sander 
market. By means of illustrations 
on the carton, showing this tool’s 
versatility as a sander, polisher, and 
massager, the manufacturer brings 
the sander up out of the basement 
workshop into every room in the 
house. It gives added buying ap- 
peal to the housewife as well as 
the handyman. The kit also includes 
six abrasive sheets, one sheepskin, 
one felt pad and an illustrated 16- 





page Sanding Guide packed with in- 
formation on sanding and refinish- 
ing procedures. For copy of Dremel 
Power Tool Catalog, write Dremel 
Manufacturing Company, Dept. Al,, 
Racine, Wis. 
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Reference Manual 

A comprehensive, ready-reference 
manual fully describes the “Thin- 
Set” Method of setting genuine clay 
tile. Here, in the first authoritative 
brochure of its kind ever published, 
are 20 full-size pages of facts and 
illustrations, showing how to in- 
stall clay tile quickly, permanently 
and at minimum expense. Detailed 
2-color isometric drawings show 
how to install tile on new projects— 
or for modernization of present 
buildings; the installation of tile 
over old plaster, gypsum wallboard, 
troweled brown gypsum and white 
plaster coat—how to set tile on 
floors, walls, ceilings. Book is print- 
ed in large, easy-to-read type, or- 
ganized into concise sections for 
instant reference. For copy write 
Miracle Adhesives Corporation, 
Dept. AL, 214 East 53rd St., New 
York 22, N. Y. 





Perf-A-Bead 


Metal corner protection is ow 
available for Gypsum Wallboard 
construction. It’s made _ possible 
with United States Gypsum Com- 
pany’s new easy-to-install Per!-A- 
Bead, which is ideal for reintore- 
ing outside corner angles, uncise 
door and window openings, pilas- 
ters, beams and soffits. It consists 
of a metal bead to protect the 
corner, with Perf-A-Tape wings or 
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| Into Harrington Brothers | = 


THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 










AsTic atsin Git 


Most hard-hitting salesmen 
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HARRINGTON, 
__ BROTHERS 
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Largest Selling Wood Glue — 


WELDWOOD 
PLASTIC RESIN G i i e 


—— For making things 
—— or fixing things, 
recommend Weld- 
wood Glue—for all 
wood -to- wood 

- bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 lbs., 10 Ibs., 25 Ibs. 

© 

















Blond or pickled effects call for 


wwe FIRZITE® 


For magical woodsy 
effects on hardwood 
» or soft, plywood or 
solid lumber. For 
light pastel tones, 
tint with Colors-in- 
Oil. For soft wood 
and fir plywood 
paint jobs, WHITE 
Firzite as an undercoat, helps prevent 
grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
mend CLEAR Firzite, to tame wild, 
unsightly grain.) 








. 
Big demand for natural wood finishes, sells 


SATINLAC: 








The big modern style 
trend is for light 
F natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
NN. Be—swhat to use, you'll 
make friends by re- 

Commending SATINLAC. It brings 
Out and preserves the natural grain 
and color-beauty of any plywood or 









Here's the way it works: in response to our 
national ads in Saturday Evening Post and 29 other magazines 


Hsolid wood. Water-clear Satinlac thousands of people write us every month, “Where can | buy 
at _ Bang _. a to them?” We refer them to dealers. So write us a post card today, 
or spra ; “ © ” a 
20 minutes, ready for next coat in 3 telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC® 
lours, 


age and we'll refer nearby inquiries to you. We'll also send you useful literature. 
2 pints, quarts, gallons, drums. 





UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 





Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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flanges on each side for fast, time- rustproof aluminum, top-mounted age available in popular sizes con- 


and-labor saving application. The for quick installation without mor- taining everything needed for , 

new Perf-A-Bead is easily applied tising, and V-grooved to prevent complete installation: hardware, 7 
with regular Perf-A-Tape cement. “chattering” of the roller. Durable track, accessories. The Handy-Pak|7 
It is available in 8-foot lengths, nylon rollers glide on self-lubricat- is small and rectangular—easy t|7 
packed in 125-piece master cartons ing Oilite bearings that never need store, identify, and handle. Write © 
and 25-piece junior cartons. Write maintenance and assure smooth Metal Products Corporation, Dept, 7 


United States Gypsum Company, rolling for a lifetime. Hangers are AL, 807 N.W. 20th St., Miami,|7 
Dept. AL, 300 W. Adams St., Chi- of sturdy, ribbed-steel which is Fla, 
cago 6, Ill. cadmium-plated, and side-mounted 
models are adjustable. Three 
hanger and truck models handle all 


New Har-Vey Hardware requirements for communicating 

A whole new Challenger series and closet doors up to 70 lbs. All 
of low-cost hangers and tracks for prices are FOB destination, with 
rolling doors is being added to the no extras for anything. Also, there 
Har-Vey Hardware line. The Chal- are new sales possibilities in the 
lenger track is an extrusion of new Har-Vey Handy-Pak, a pack- 
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ing fireplace screens, Portland- Wil: 
lamette Company will solve it for 
you, according to William Sherman, 
sales manager. This company ha: 
specialized in serving the trade with 
fireplace screens to fit any type or 





e i Fireplace Screens 
Ze, ike) fork lift e If you have a problem in retail: 
fa 7 


Don’t pass up the advantages of buying 
your oak flooring in HARCO Palletized Units 
just because you don’t have fork lift equipment. 


Many yards buy these modern, packaged units and use hand lift pallet shape of fireplace and has evolved « 
trucks. They cut handling costs and step up efficiency in many ways point-of-purchase selling technique 
ee cee ; : to enable the retailer to close the 

... “Breaking” a car of HARCO Palletized flooring is a quick, easy sale on the first' contact with th 
operation... With a hand lift, units can be moved to door, and right on customer. A new catalog entitlel 
into warehouse if loading dock is car door height. Shifting units in ware- Modern Firescreens” is based o 


years of experience in selling “cus- 


house, and to truck for loading, is a simple matter. Each one of these oper- tom made” firescreens through the 








ations cuts handling costs because you move 750 board fect of flooring retail trade. It is the answer t 
at atime, You save time and you save money! gpa Se cat aoe oan 
It will pay you to check up on the many other advantages of HARCO Now it is possible for any retailer 
Palletized Units. Mllustrated folder free upon request. to offer a complete mesh curtail 
firescreen line to fit any customer’ 

eve eS yp fireplace . .. be it a corner fire 

ee pene. : SE ee place . . . arch dome fireplace 
7 : / . . . a two level hearth . . . car 
ay) | f opy hood fireplace . . . old-fash: 

ioned or —- large or = 

fi , fireplace. The Portland-Willamett 

| ‘| PALLETIZED Company has gone to the retaile 

4 FLOORING with a sincere attempt to serve him 

with ‘‘custom made’ fireplace 

screens at competitive retail prices 

For copy of catalog write Portlant- 





Willamette Company, Dept. AL, 80! 
S. E. Adler St., Portland 14, Ore. 





Hardboard Products 16' Long 


Masonite Corporation has vat" 
ous hardboard products in length 
of 16’. Previously, the maximul 
length was 12’, except on speci 
order. Panels 4’ x 16’ are availabl 
from all plants in types and Le 

pi nesses as follows: Standard rest 
rotons hd 1 aaeeea wood, i", a", 4"; Pane! wool, 
grade-marked. vn”, Y%"; Tempered Pres wool 
Wy”, 3", %4”; Temprtile, %: 
Leatherwood, 4%”; Standard Due 


atte lux, 7%", +7"; Tempered Duolus 
@) V EACH MAY- WILSON. INC. [RA recccrnatce| 


£ , 
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creates extra sales of 





MASONITE PRESDWOOD 


—displays, demonstrates, sells! 





—builds traffic and profits! 





Now! Build more big-volume orders for Presdwood® in re- 





































retail: modeling, repair and new construction! Take advantage of 
1- Wil- the huge “do-it-yourself” market! 

it for With Masonite’s new self-service merchandiser at work 
ig in your showroom, you can (1) give more customers a work- 
“ with ing knowledge of this all-wood hardboard, (2) use it to 
ype 01 sell the big-footage jobs, and (3) quickly move short lengths 
yived a of all Presdwood Products. 
a The “Selling Center” brings high return for the few square 
th the feet of display area it occupies. 
ntitled 
sed ol 
x “cus: 
gh the 
wer to 
lers te 
places. 
‘etailer 
-urtall 
somer's 
or fire: 
replace 

. call 
d-fash: 
- small 
lamette 
retailer ' 
‘ve him , Shelf - backed island display. 
replace ad Twin unit island dis- One side a complete "Selling 

vices S play has two identical Center.’’ Other side has handy Wall style display. 
ue nd: units back to back. At- shelf for display of paint, brushes, Rigid and self-supporting, 
ria 06 tracts customers from all hardware and other items custo- it holds more than 500 sq. 
. Bt directions. mers use along with Presdwood. ft. of Presdwood panels. 
, Ore. 

Long 
, fer For complete information about the new P 

c ‘ ee . ” . ° 
ae Selling Center,” write— each display features: 
oes © Actual use of several types and treatments of Presdwood 
thie MASONITE a 

Presi: #7 @ Rack for Presdwood literature imprinted with your name 
e.wo0tts CORPORATION and address. 
5 ae ° ° ° ° 
‘ ao : Dept. AL-922, Box 777, Chicago 90, Ill. @ Two frames for illustrations of "Presdwood-in-use,” along 
d Due : with appropriate copy cards. (New illustrations furnished 
: 3 “Masonite” signifies that Masonite Corporation H H 
Duolus is the source of the product periedicatly.) 
r rporé @ Complete sample pack and “Dial-it-Right.”’ 
Chicas! BETTER HARDBOARDS FOR BETTER PRODUCTS @ Attractive red, yellow and black finish. 

® Quick and easy assembly. 
- 

MAN O@ 
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New Economy Saw 


In keeping with the needs and 
incomes of today’s home workshop 
owners, a new eight-inch tilting 
arbor saw has been introduced by 
Shopmaster, Designed for excep- 
tional accuracy, this low-cost saw 
sports an improved motor mount- 
ing so that even large framed 
motors will not tilt above the table 
when the saw is at an angle of 
45 degrees. The streamlined tilt- 
ing gear and elevating mechanism 
insure wood hobbyists smooth op- 
eration. The table size is 13 x 16 
and can be expanded to 22 x 26 
with extensions. This economy- 
wise Shopmaster power saw cuts 
2'5-inches, tilts 45 degrees and 
features a half-inch arbor. It is 
made of special lightweight dur- 
able aluminum alloy, and is con- 
structed for massive, heavy duty. 
Write Shopmaster Inc., Dept. AL, 
1214 S. 3rd St., Minneapolis, Minn. 





3-Row Tool Holder 


This practical holder accommo- 
dates an unusually large assort- 
ment of tools for use in home work- 
shops, repair shops, broom closets, 
stores, factories, etc. It is very 
easy to mount . . . comes complete 
with self tapping flat head screws. 
The set has a fine zine coated fin- 
ish; provides 36 inches of tool space 
within 12” space. Each set of 3 
pieces is packed in an attractive 
two-color sleeve box offering imme- 
diate sales appeal. The box shows 
all the contents, and “How to use,” 
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(parts can be used separately) also 
illustrations of Larson’s complete 
line. A package of No. 10-U Screw 
Eyes is furnished with each set of 
3 pieces. Larson also makes and 
stocks ... gate hooks and eyes... 
screw hooks ... screw eyes... 
clothes line hooks hammock 
hooks ... hand rail stays ... unit 
pack wire goods .. . cup and shoul- 
der hooks ... “U” bolts... “S” 
hooks ... staples ... turn-buckles 
... eye bolts ... TV guy wire eye 
bolts & “U” bolts ... screen door 


& garage door braces . . . display 
hardware ... make your own con- 
struction sets. Write Chas. O. 


Larson: Co., Dept. AL, Ave. G and 
C.&N.W. R.R., Sterling, Ill. 





wa 
_ 


~ 
\ 


SF 
’ — 
3 


ea 
i am 


New Folding Scaffold 


An innovation in aluminum scaf- 
folding is known as ‘Fold-a-Way” 
Seaffold. This folding aluminum 
rolling scaffold, designed for easy 
erection and carrying, is made up 
of tubular frames, with end frames 
hinged in such a way that the scaf- 
fold opens sideways with no mem- 
ber swinging more than 90 degrees. 
This permits one man to erect or 
dismantle the base section while 
standing within the base area, and 
prevents danger of collapse or “fold 
under” during erection. One man, 
unassisted, can erect the base sec- 
tion in less than a minute. Base, 
intermediate and top sections are 
all preassembled, have no _ loose 
parts, and unfold as described. 
“Fold-a-Way” Scaffold includes an 
internal stairway for ascension and 
adjustable “Lokt-Ring” legs on the 
base section for use on uneven foot- 
ing. For moving the scaffold after 
erection, the legs are fitted with 
casters, which have a simple lever 
control for locking both wheel and 
swivel securely. For descriptive 
Bulletin write ASF-1 Patent Scaf- 
folding Co., Ine., Dept. AL, 38-21 
12th St., Long Island City 1, N. Y. 








Carving Tools 

Stickleback professional carving 
tools represent a great variety of 
92 shapes and sizes, They are de- 
scribed as the finest in quality, 
beauty and value. For soft or hard- 
wood carving, line cutting, and 
leather work, these quality im- 
ported steel tools “stay sharp for 
a lifetime.”’ Unique construction 
prevents breaking of hardwood 
handle. They are priced individ- 
ually; also available in sets as 
counter .cards. Each set is de- 
livered mounted for easy display. 
Weight of mounted set of 12 is 
approximately one pound, six 
ounces. Size of display board is 
about 14” x 12”. The Stickleback 
Drilsaw is said to replace the key- 
hole saw and does some _ jobs 
quicker and easier than brace, bit 
and key-hole saw combined. It 
drills and saws plywood, hard- 
wood, plaster and wallboards and 
does not clog. The tip of the blade 
is a fast boring gimlet. The main 
portion of the blade is sharply 


toothed spirally, so it saws rapidly 
in any direction—after drilling its 
own hole. Write Drilsaw Company, 
Ave., 


Dept. AL, 1561 Virginia 
Glendale 2, Calif. 





New Saw Guard 


Manufactured from soft, resili- 
ent rubber, the Sweet-Saw-Guard 
stretches over a standard savy to 
protect and cushion the saw edge 
in storage or transit. Inner sur! aces 
of the guard are impregnated with 
castor oil which “bleeds” onto the 
teeth to prevent rust and lubricate. 
The Sweet-Saw-Guard is made by 
Sweet Rubber Co., Akron. Write 
the distributor: Shaeffer Rubber 
Products Co., Dept. AL, P. O. Box 
2053, Goodrich Station, Akron 1). 
Ohio. 
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THaT’s the road room 
you would need to line 
up bumper to bumper all 
the dealers who sell Super- 
kleen Brushes! 14,000 dealers... 
now busily engaged in supplying 
America’s most popular brush line 

to new and repeat customers. 
That’s a lot of dealers ... and if you are 


one of them you know all the advantages 
of handling Superkleen Brushes. Also... 


why your customers keep buying them. 

al If you are not handling the Superkleen 
ee Line, we’re inviting you to join the 
parade. Brush for brush, dollar for 
a dollar, bristle or nylon, there’s no 
7 other line that so happily combines 


a quality reputation with volume 
profit and customer satisfaction. 





For complete details onthe Super- 
kleen dealership. write Brush 
Division, Devoe & Raynolds 
Company, Inc., Princeton, 
Indiana. 














Devoe & Raynolds 
Company, Inc. 
Princeton, Indiana 


14,000 DEALERS 
recommend Superkleen 
Brushes unreservedly 
to their customers. 

Are you one of them? 


SUPERBLEEN 


“Reg. U.S. Pot, OFF. 


Job-Tested BRUSHES 





. 
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LOWER HALF 


Same strips finished with 
combination stain and 
sealer—note how the 
varied tones are blended 
beautifully in the one 
operation. 


TOP HALF 


Third Grade MFMA 
Northern Hard Maple 
finished with natural 
penetrating seal, for full 
effect of interesting grain 
pattern, 






NORTHERN: 
HARD 
MAP LE finished bright 


or subdued, its charm far 
outshines its thrifty price! 


These are modernization times...and you'll 
find it'll pay you well to stock Northern Hard 
Maple, Beech and Birch Flooring—available 
now in all grades. ““Thrifty’’ Third Grade 
(pictured above) is an especially good propo- 
sition for home floor replacements—for de- 
fense housing—for industrial, commercial 
and military construction. MFMA strict grad- 
ing rules assure sound, long-lasting flooring 
in this fine-looking economy gradc, at prices 
that will bring you a good volume of profit- 
able business. Special MFMA leaflets, with full 
facts about Second and Third Grades. Write— 





MAPLE FLOORING MANUFACTURERS ASSOCIATION 
Suite 584, Pure Oil Bldg., 35 East Wacker Drive 
CHICAGO 1, ILLINOIS 


FLOOR WITH yp fHEON HARD MAPLE 

















Sidewall Perimeter Diffuser 


To complete the Air Control 
Perimeter Diffuser Line, Air Con- 
trol now offers the New No. 15 
Sidewall Diffuser designed for 
Small Pipe and Standard Duct in- 
stallation. The No. 15 Diffuser is 
installed in an outside wall where 
it spreads a blanket of warm air 
over the wall—yet it does not 
throw drafts on the room occu- 
pants. A special curved damper, 
plus a turning blade in the center 
of the diffuser, deliver the air 
through the diffuser face with a 
minimum of resistance, Special fin 
design and flared section on top 
half of register prevents air from 
scrubbing the wall above the dif- 
fuser and aids in_ preventing 








MAKE YOUR 


GLASS DEPARTMENT 
MORE PROFITABLE 


By Using 


The 
GLASS ESTIMATOR 
TRAINING COURSE 


teaches your glass salesmen 
how to read blueprints so they 
can make QUICK and ACCU- 
RATE take-offs of glass. 


Used for 7 years by every large 
glass company in this country. 


NOW OPEN to the 
LUMBERMAN ! 


Write for details. 


Glass Industry Training Center 
672 S. Lafayette Park Place 
Los Angeles 5, California 


ALBPM. 9 
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streaked walls. No. 15 Sidewall 
Diffuser is available in a 10x6 size 
with ample capacity for any small 
pipe or standard duct installation. 
The unit is attractively styled to 
blend with any room _ interior. 
Write Air Control Products, Inc., 
Dept. AL, Coopersville, Mich. 
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New Ceiling Tile Tacker 


Fastener Corporation, has re- 
leased a new model to drive the 
long, heavy 9/16” staples required 
for ceiling tile applications. This 
Duo-Fast Model CT-859 has a spe- 
cial, elongated driving spring to 
provide the added power required. 
It also has a hand stop on the han- 
dle for the operators comfort. Write 
Fastener Corporation, Dept. AL, 
860 Fletcher St., Chicago 14, IIl. 





Artcrest Plastic Wall Tile 


Plastic wall tile by Artcrest is 
available in a beautiful selection 


of 28 colors. All colors may be 
had in both the standard cap and 
feature stripe. A massive bull 
nose is of unique size. Molded tile 
outcorners of classic designs are 
described as unequalled in the in- 
dustry. Individually molded trim 
pieces are available to match the 
outcorners. Wide return and small 
radius inside corner makes clean- 
ing very easy. Field tile in bas 
relief for three-dimensional beau- 
ty, is butt edged for simplified 
installation. Small radius extra- 
heavy cove base holds its own 


against shoes and chairs. Con- 
ventional cap or half tile in the 
full color line, also for staggered 
tiling. Separately molded cove 


base outcorner is designed to com- | 
plete the “custom look.” Delicate | 


feature stripe contrasting bull 
nose and conventional cap tile is 
proportioned for attractive appear- 
ance. It is unnecessary to stock 
any special corner tile. Artcrest 
panel tile is suitable for ceilings 
and wall areas alike. For descrip- 
tive folder write Artcrest Plastics 
Co., Ine., Dept. AL, 257 W. 79th 
St., Chicago 20, IIl. 





Drainboard Model Sinks 


After many months of extensive 
tooling and die work the manu- 
facturers of Active Quality Ware 
announced that the first of 23 
Drainboard Models are already be- 
ing shipped. This makes the Ac- 
tive Quality Ware line “the most 
complete source for the Kitchen, 
Laundry and Utility room plumb- 
ing ware line of sinks.” The firm 
also has a line of sinks ranging 
from vitreous enamel to stainless 
steel, produced by the one-piece 
draw method of production. These 
Drainboard Model sinks include 
many different varieties among 
which are the popular double-bow!l 
double-drainboard model; single- 
bowl double-drainboard models; 
sliding tray drain models with 
double bowl . . . and many more, 
making a total of 23 in all. A com- 
plete catalog in color covering these 
popular new models will soon be 
available. Write Active Tool & 
Mfg. Co., Dept. AL, 888 Clair- 
pointe Ave., Detroit 14, Mich. 





ARE YOU AN "ABOVE- 
AVERAGE" DEALER? 
Check yourself by reac- 

ing the management ar- 


ticle, “Be An Above-Aver- 
age Dealer,” in this issue. 


——~ 
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Something°“fo sell 


every day in the year-— 


PHENIX AltSeason 
Building — 
Products 


You'll find a positive selling edge 
in everything that Phenix makes — 
special exclusive features in con- 
struction or operation that register 
with your market, both contractors 
and home owners. When this brand 
of quality appeal is reinforced by 
price appeal — and Phenix has it — 
you’ve got a business-building com- - 
bination that spells out PROFIT for 
you. Write for full information. 


| PHENIX ~40- Season 
wt | Combination Doors 
Sell Phenix and you sell the only 


ae Products fully guaranteed combination door 

on the market. Exclusive Wedge- I 
~~. = lock construction makes it possible —— 
to guarantee this door against break- @ There are 


. four All-Season 
age, provides you with a potent mer- Com bina- 


a 
, oe as chandising package at a popular tion pene 
é: price. Cash in on this sales oppor- *ty!es from 


an 


m_ 
J— 


ive 
nu- which to 
tunity, as thousands already have. choose. 


5) BRITS IU PHENIX -40-Season 


be- 


wi .- Es | : Overhead-type 
a i. ; _.DOUELAS FIR  @8@aagi UN | Garage Doors 


wn i ng ‘ oe mn te Phenix makes two over- 

ime : as ae nd t . head-type garage doors— 

mess é — oe P : | a good one-piece door for 

less > i the budget market, a bet- 

lece ae c “ “4 se ee ter sectional door for 

those who have more to 

spend. Both doors are 

power-packed with selling 

features, both carry a 

| price tag that will make 

i j «am - you a big competitive fac- 
tor in your market. 


ith @ This is the Phenix No. 700 Wedgelock door— 
ore, a a ‘ less than 4 inches of headroom required, and no 
om- . ” — , premium in price. 


ol os | PHENIX -40¢-Scacon 
cf of : Combination Window 


Here’s the hardest-hitting combina- 
tion window on the market. It offers 
bedrock price, quality construction, 
easy operation — all of the conven- 
ience features important to home own- 
ers. This time-tested, one-piece wood- 


«* 
” en unit that fits into a permanent 
wood frame complements the finest 
® ® homes, yet it costs no more to install 


than ordinary screen and storm sash. 
No wonder it is making sales for deal- 
GENERAL OFFICE ers from coast to coast. : 


8 S. Michigan Ave., Chicago 3, Ill. 
Telephone RAndolph 6-0540 
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4129 N. Port 
Washington Rd. 
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Opens and Closes Doors, Gates 

Door-O-Matic is a scientifically- 
built electronic control, providing 
an effortless way to open and close 
garage doors and gates. The Door- 
O-Matic is of the friction-drive 
principle on a direct push-pull op- 
eration. One single drive wheel 
serving as the clutch, comprises 
the entire assembly with adjusting 
screws for drive tension. Castings 
are solid aluminum and gears run 
in oil. Trouble-free operation is 
assured. This Door-O-Matic drive 
eliminates pulleys, belts, chains or 
clutch assemblies. Its radio receiver 





serves as a 24-hour guardian. 
Working for the driver as an in- 
dividual transmitter, it beams its 
signal from the car to garage. Con- 
trol buttons are located in car, 
garage and home. Door-O-Matic 
is compact and easily adapted to 
any installation, requiring no spe- 
cial preparation for installing. 
Write Door-O-Matic Manufactur- 
ing Co., Dept. AL, 3357 Union Pa- 
cific Ave., Los Angeles 23, Calif. 


New Contemporary Lighting 


Highlight of the four regional 
sales meetings of Moe Light, Inc., 
was the introduction of a line of 
Contemporary Lighting. This at- 
tractive new line features both 
accent and indirect lighting, in an 
array of new decorator color com- 
binations. An innovation which 
created great interest was a snap- 
on feature of reflector bowls which 
permits interchanging of colors. 
Verrall Moe, vice-president in 
charge of sales, pointed out that 
the addition of these new fixtures 
enables Moe Light to supply the 
fixturing requirements of any and 
all types of residential homes. An- 
nouncement was also made of a con- 
tinuing national advertising pro- 
gram to support the sales activi- 
ties of Moe Light salesmen and 
their dealers. The expanded pro- 
gram includes full-color, full-page 












Pullman Sash Balances are better 
. » » more economical for builders 
than windows having weight boxes, 
sash weights, chains, cords and pul- 
leys. Installation is fast. Little on- 
the-job carpentry work is required. 
Thus labor costs are low. Pullman 
Balances are a sales aid to lumber 
dealers selling prefabricated win- 
dows and Pullman Balances asa unit. 

















in the Saturday 
Evening Post, American Home, 
and Sunset Magazines. In addi- 
tion a full schedule of trade pa- 
per ads for the balance of the 
year is planned to keep the trade 
informed not only of new Moe 
Light development but also of the 
profit advantages of handling Moe 
Jiights. Write Moe Light, Inc, 
Vept. AL, Fort Atkinson, Wis. 


advertisements 


Louere | eailer 





Louvre Leader 


Using the slogan “Windows That 
Breathe Fresh Air To You,” an 
entirely new type of hardware for 





MODEL FT-3 





cuts all 
resilient floor tile 





Tools of quality for 

















THE BALANCE WITH | 
A LIFETIME GUARANTEE 
Every Pullman Sash Balance is guaranteed against 


imperfect workmanship or material during the 
lifetime of the building in which it is installed. 


WRITE FOR LITERATURE 





MODEL PT-93 


quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 


BLADE RESHARPEN- 
ING SERVICE 








MODEL MPT.> 








cuts and 
bevels metal wail tile 


DEALER RENTAL 
PROGRAM 
AVAILABLE 


Write for bulletin F-100 and 
nearest distributor TODAY. 


J.M.J. INDUSTRIES 


Incorporated 
Belleville, il. 
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FORD—the name of everything fine in flush doors! 
Dealers and distributors everywhere are discover- 


ing that the fine Ford features—and lowest cost— 
give them the greatest sales assist yet provided! 


Theyre volume-produced to 
sell at minimum price — with 
no sacrifice of quality or 
beauty. They'll give customer 
satisfaction for years to come. 


Here are some of the con- 
struction features that have 
helped to make Ford your 
best door salesman: 


All-wood 7-ply construc- 
tion—attractive 3-ply 1/20 
Birch veneers — two lock 
blocks for hanging on 
either side—precision cut, 
perfectly sanded — air 
vents top and bottom — 
bonded with highly water 
resistant glue—exterior or 
interior models — Quality 
materials and workman- 
ship throughout! 


rang geo ne Write today 
for full information about low 
ws high quality, high profit 
Ford flush wood doors! 


RETAILERS! Send for the name 
of your nearest distributor] 


NORTHPORT 


FLUSHWOOD DOOR CO. 


Northport, Michigan Phone 2322 
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PAUL BUN YAN 


woe wo dale [ 


Legends do not grow on looks alone . 

though men said that Paul was ne it was 
mainly his strength . . . his toughness and 
durability that they admired. These same factors, 
joined with exceptional ease of installation, 
make Robbins Northern Hard Maple strip flooring 
a present day favorite with builders everywhere. 


Robbins ‘'Preferred” Strip Flooring 

A complete line of fine hardwood flooring for 
nailing . .. economical and quick to install. 
Robbins nail groove eliminates setting nails, 
increases laying speed. Robbins beveled bottom 
edges prevent paper pinching, protect hands. 
Robbins special narrow channel back puts three 
bearing surfaces on sub-floors or sleepers. There’s 
ample reason for the preference builders give to 
Robbins Northern Hard Maple strip flooring. 


Uniform Quality, Handsome Appearance 
Builders depend on Robbins Northern Hard Maple 
strip flooring where strength and ability to retain 
floor beauty under heavy traffic is essential. 

For smart appearance, ease of maintenance, 
durability and installation economy, this 

“Paul Bunyan” of strip flooring has no equal. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY 
Reed City, Michigan e Ishpeming, Michigan 


Write Dept. A, Reed City, Michigan for illustrated literature 









79 











louvred windows, known as Louvre 
Leader, has just been announced. 
Louvre Leaders fit all standard win- 
dows and can be arranged to fit any 
size. They are completely adaptable 
for replacements without remodel- 
ing as well as original installations. 
It is reported that an ordinary win- 
dow can be removed and Louvre 
Leaders can be installed with a 
minimum of effort. The operating 
handle of the window does not pro- 
trude into the room, therefore there 
is no interference with drapes. The 
entire mechanism of Louvre Lead- 
ers is 100% stainless steel. The 
Louvre Leader will be sold through 
lumber dealers, and their inquiries 
are requested. An attractive 6 ft. 
high, 2 ft. square display is fur- 
nished free to dealers. Write Trin- 
ity Manufacturing Corp., Dept. AL, 
1045 Richmond St., Los Angeles 33, 
Calif. 


fmases AaRKes 
ALUMINUM 
ROOF COATING 








New All-Purpose Roof Coating 

Ruf-Top is an improvec roof 
coating, guaranteed by the manu- 
facturer to outwear any other sim- 
ilar preservative or paint by as 
much as 10 to 1. Although readily 
applied with brush, this new prod- 
uct is not a paint. Rather, it ap- 
pears as a thick, rubbery aluminum 
mastic which never cracks, peels or 
washes off. Its deep penetrating 
action affords lasting protection for 
roofs, walls or surfaces. One ap- 
plication permanently stops leaks, 
repeals moisture and prevents drip- 
ing. The new product’s silver fin- 
ish reflects up to 75% of heat and 
light rays. Roofs coated with it 


are said to keep buildings up to 
15% cooler in summer and up to 
15% warmer in winter. Moreover, 
Ruf-Top is impervious to all 
weather conditions, Write Illinois 
Bronze Powder Co., Dept. AL, 2023 
So. Clark St., Chicago 14, III. 





New Paint Roller Rack 


The Patterson-Sargent Company, 
makers of BPS Paint, has just an- 
nounced availability of a complete 
and compact new merchandise rack 
designed for maximum efficiency 
and eye appeal, and created to fea- 
ture the company’s twin roller lines, 
the popular Painteroll and the all- 
new design Doval Roller. Requir- 
ing a single square foot of floor 
space, the new rack stands only 47” 
high and is sturdily constructed of 
quarter-inch cold rolled steel with 
baked aluminum finish. Planned to 
solve bulk inventory problems for 
dealers, the new rack holds 12 com- 
plete Painteroll units including 
trays, six individual Painterolls, 12 


new attractively-packaged Doval 
rollers and a dozen extra covers for 
both type rollers. The new rack is 
topped by a large display card. 
Write The Patterson-Sargent Com- 
pany, Dept. AL, 1325 E. 38th St., 
Cleveland 14, Ohio. 





HOW TO PAINT CONCRETE 
AND PLASTER SUCCESSFULLY 

















| | : 
[ [ ] 
Informative New Booklet 


This interesting booklet covers 
50 pages of “How to” information: 
1) How to Paint Exterior Con- 
crete and Masonry; 2) How to 
Apply Tite-Wall Filler Coat on 
Open-Texture Block; 3) How to 
Apply Para-Stonetex; 4) How to 
Paint Interior Walls; 5) How to 
Apply Paratex Rubber Base Wall 
Coating; 6) Preparing the Base- 
ment Wall Before Painting; 7) 
How to Prepare Concrete Floors for 
Color; 8) How to Dye Concrete 
Floors; 9) How to Paint Concrete 
Floors; 10) How to Use Zilicon 
Waterproofing Paste; 11) How to 
Apply Art-Roc; 12) Twelve Good 
Painting Hints; 13) How to Use 
and Clean Brushes and Rollers; 
14) How to Estimate Paint Areas; 
and many other facts. For copy 
of How to Paint Concrete and 
Plaster Successfully write Truscon 
Laboratories, Dept. AL, 1700 Can- 
iff Ave., Detroit 11, Mich. 








TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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for ‘ A Dependable Source for Quallty — 
cis gs , aaeee 
ud. ba 
ht HOLT HARDWOOD (0 
mim PRECISION PLYWOOD 
: Manufacturers of 
2 Select 
: s * e 
BIRCH and FIR PLYWOOD. ae oo 
and 
HERRINGBONE 
BIRCH STOCK PANELS Exterior and Interior FLOORING 
Complete stock sizes. FIR STOCK PANELS ; 
Grades A-A, A-!, A-2, A-3, Complete stock sizes. e@ 
1-1, 1-2, 1-3, 2-2, 2-3, 3-3. Grades AA, AB, AC, AD, 
Thicknesses: '/g" to 34". BD, CC, CD. Thicknesses: GRADED SAWDUST 
V4" to ¥%" inclusive. 
BIRCH DOOR PANELS . 
Grades: A-3, 1-3, 2-3 and ~ © | oon 
: “3, -3, 453 a ° 
3.3. Ve" and 3/16". Al SHIPMENTS High Grade Northern Hardwoods 
panels 3-ply. Bureau of Servicing all states west of 
Standards specifications. the Rockies. ad 
| Write today for prices and full details. Custom Kiln Drying 
* 
vers Members: M. PF. M. A. WN. HL. A. N. H. & HM. A. 
jon: PRECISION. PLYWOOD CO. 
Con- . 
to Long Beach, Calif, OCOnTO, WISCONSIN 
_ on Phone 7-08983 
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Here’s a sturdy, powerful, one-hand tacker designed specifically for the Ceiling 
Tile job. Greatly speeds and simplifies the installation. It’s the tacker your 
customers need. 


Model CT-859 supplements the other Duo-Fast Gun Tackers and Hammer 
Tackers so widely used in building work. For complete information send this 


coupon today 


FASTENER CORP. 860 Fletcher St., Chicago 14, Ill: 





















































B O N N E rR TELL US MORE | our Business is I 

about Duo-Fast 
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NAMES IN THE NEWS 


"According to Plan" 


The story of 
the development 
of asbestos-ce- 
ment siding 
through scientific 
research is told in 
‘“‘According to 
Plan,” a new 16 
mm film in color 
and sound pro- 
duced for the As- 
bestos-Cement 
Products Associa- 
tion. Here are 
some scenes from 
the film. Upper 
left: Randolph 
Evans, noted ar- 
chitect, who tells 
how he plans dis- 
tinctive exteriors. 
U pper right: a 
convention- 
al small home 
with a modern 
feeling. Center 
left: application 
of asbestos-ce- 
ment siding. Cen- 
terright: Nor- 
man Denny, vice- 
president for 
materials of 
Levitt and Sons, 
builders. Lower 














left: asbestos-cement siding and brick in tasteful combination. Lower right: 

one of the many imaginatively planned homes pictured in the film. } 
“According to Plan’”’ has been shown as an educational feature by television 

stations in Chicago, Boston, Philadelphia, Indianapolis, Washington, D. C., and 


other cities. 


Prints of the film will be loaned without cost to dealers, builders, applicators, 


contractors and other interested groups. 


Inquiries should be directed to the 


Asbestos-Cement Products Association. 509 Madison Ave., New York 22, N. Y. 





I-XL to Open New 
Plant and Sales Office 


The I-XL Furniture Company, well- 
known manufacturers of deluxe kit- 
chen cabinets and “Lavanity” bath- 
room lavatories, will open a new 
branch plant and sales office in Wood- 
bury, N. J., according to a recent an- 
nouncement by I-XL executive vice- 
president, Albert Deahl. 

Completely modern in every respect, 
the new plant was planned to meet 
the ever-increasing demand for I-XL’s 
products and to further its 98-year-old 
policy of providing the best service at 
its command. It is located across the 
river from Philadelphia and its fine 
transportation system, so that delivery 
to the east will be faster and more 
efficient than ever before. 

In addition to the new eastern 
branch, the main plant at Goshen, 
Ind., has expanded and improved its 
manufacturing facilities to greater ca- 
pacity. 

I-XL officials believe that this ex- 
pansion program will enable the com- 
pany to produce even finer bathroom 
lavatories and kitchen cabinets, and 
that the increased service offered by 
two big plants will be of benefit to 
its customers the nation over. 

The eastern plant will officially open 
in October under the direction of Sales 
Manager Carlton McCally. 
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GIVE 
VOICE TO 
YOUR CHOICE, 


Western Hardboard Sales Co., 
Outlet for Chapman Mfg. Co. 


Resuming production in a new and 
improved plant at Corvallis, Ore., the 
Chapman Manufacturing Company 
has announced that Western Hard- 
board Sales Company of Seattle will 
continue to be sales agent for its 
product, Oregonboard hardboard in 
the 11 western states. 

The Chapman plant has been re- 
built and has resumed production 
following a $175,000 fire last April. 
“Our new and modern facilities will 
make it possible to manufacture an 
even better hardboard in increased 
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quantities,” D. A. Gilkey, plant man- 
ager said. “We are enthused about tiie 
wide acceptance and interest in our 
product,” he stated. 

The sales agent organization, 
Western Hardboard Sales Company, 
is headed by Paul M. Smith, as man- 
ager, well known in lumbering cir- 
cles and a former executive of tie 
Wheeler Osgood Company of Ta- 
coma. Other officers are: Thomas 
W. Gilkey, vice-president and Mis. 
Ruth Berliner, secretary-treasurcr. 
Western maintains offices at 90 Dear- 
born St., Seattle, Wash. 


J. H. Maloney Heads Cedar 
Rapids Wholesale Firm 


In 1911 R. D. Hunting founded the 
company bearing his name _ and 
served that company for 41 years; 
first as sole proprietor, then as senior 
partner and in late years as an officer 
and director of the successor corpora- 
tion. 

He and his family have now com- 
pletely disposed of their interests in 
R. D. Hunting Lumber Co., and Mr. 
Hunting has resigned as an officer and 
director. 

J. H. Maloney and his family are 
the present owners of all of the out- 
standing stock of R. D. Hunting 
Lumber Co., Cedar Rapids, Ia. Mr. 
Maloney /his been with the organiza- 
tion since 1919 and has been presi- 
dent since 1947. 

Continental Forest Products Co. is 
the firm’s new name, adopted by the 
company to denote the products dis- 
tributed and the origin (North Amer- 
ican Continent) of those products. 

The old office quarters have been 
completely remodeled, including air 
conditioning, to provide the utmost 
efficiency and timely handling of bus- 
iness and customers. 


New Curtis Products 
Introduced at Sales Meeting 


Sales executives and sales represen- 
tatives of Curtis Companies Incorpo- 
rated, Clinton, Iowa, attended a four- 
day conference on August 11, 12, 13 
and 14, at which time many new Curtis 
Woodwork products were introduced. 

The meeting opened on August 11, 
at the American Plywood Division of 
Curtis at New London, Wis., where 
Curtis New Londoner doors and other 
plywood products are manufactured. 
The entire group, about 75 in number, 
spent the morning in the big door 
plant inspecting hollow-core door and 
solid-core door production. The after- 
noon was devoted to a sales session, 
with H. O. Sugg, Curtis manager at 
New London, and several members of 
his organization in charge of the pro- 
gram. 

The group then left for Clinton, 
Iowa, Curtis home office, and the fol- 
lowing three days were spent there. 
I. H. Ramsey, sales manager, wa; in 
charge of the program, and was as- 
sisted by sales department heads, who 
displayed an outstanding new line of 
Curtis products. These included new 
Curtis kitchens, doors, entrances, ‘vin- 
dows, trim, and other designs of the 
broad Curtis Woodwork line. 

The complete new line of “wome? 
designed” Curtis kitchens was_ the 
highlight of the sales meeting. A broad 
advertising campaign will open in the 
fall to promote the new cabinets. 









ae eanecas Nc 

































Bi 





ne 
nd 
rs; 
ior 
cer 


m- 

in 
Mir. 
ind 


are 
ut- 
ing 
Mr. 


4s]- 


is 
the 
lis- 
ier- 


een 

air 
ost 
/uS- 


-en- 
‘po- 
yur- 

; v0 
rtis 
ced. 


1 of 
ere 
ther 
red. 
ber, 
oor 
and 
‘ter- 
ion, 


of 
nro- 


ton, 
fol- 
ere. 
; in 
as- 
vho 
» of 
new 
yin- 
the 


men 
the 
oad 
. the 


Seana 














J. NEILS LUMBER 
COMPANY 





Since 1895 


Manufacturers of Highest Quality 
Forest Products 


IDAHO WHITE PINE 
PONDEROSA PINE + DOUGLAS FIR 
LARCH » ENGELMANN SPRUCE 


MILLS: Libby and Troy, Montana; Klickitat, Washington 
SALES OFFICES: New York, Chicago, Minneapolis 














ST in flooring 





Customers come back for more 
when you sell “Mt. Vernon’ 
Carefully kiln dried, 
manufactured, and graded, the 
Mt. Vernon brand is your best 
buy insurance. 


flooring. 


OAK e BEECH & PECAN 
HARDWOOD FLOORING 


Modern dry kilns, planing mill and 
oak flooring plant mean top quality. 


BAND SAWN HARDWOODS 
AVAILABLE 


Look for and write to: 











‘MOUNTIVERNON’ 
<sstrTOoRING = 








MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabama 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 
FOR YOUR FUTURE NEEDS OF 
@ HARDWOODS 


@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 

















.MENOMINEE INDIAN MILLS. 
eh, ori Neopit, Wisconsin - as 
‘ Air-dried QUALITY LUMBER 


Kila-dried 


Nothing appeals to customers or guarantees profits like a good, 
dependable line. Successful building supply businesses are built on 
this basis. The best line in the masonry waterproofing and decorating 
field is the STA-DRI line. STA-DRI MINERAL COATINGS decorate 
in a variety of colors and white. Hold water out even if applied 
inside basements. STA-DRI silicone CLEAR-COAT keeps water out, 
but does not change color or texture of masonry. One long-lasting 
application stops efflorescence. Incomparable WATER-STOP halts 
running water leaks in minutes. All STA-DRI products are easy to 
apply and are backed by years of experience and the testimony of 
thousands of satisfied users. For home owners, builders and con- 
tractors, here's the volume-getter and profit-maker you need for 
your counters—the STA-DRI line! 


STA-DRI 
STOPS WATER 
and DECORATES 
MASONRY 





American STA-DRI Company 
Brentwood, Maryland 


(1) Mineral Coatings 
C) Silicone Clear-Coat 


(CD Instant 
Water-Stop 
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WORKMEN WHO CARRIED “old fashioned” door materials around, all through 


the show, finally unloaded them on 


the Master 
pants and displayed “It’s Old Fashioned to Case 


of Ceremonies who lost his 


and Hang a Door. 


Barbecue, Fun, Stunts, Introduce Doors in Denver Area 


Eleven hundred builders, dealers 
and architects in Denver, Colo., re- 
cently turned out for a mammoth 
sales meeting and barbecue to learn 
the facts about Ready Hung Doors, 
door-and frame-packaged unit. The 
combined efforts of the Ready Hung 
Door Corporation, Fort Worth, Tex., 
Patent Licensor; Prefabricators, Inc., 
Denver, licensed Denver manufac- 
turer; and Lumber Dealers, Inc., job- 
ber, with the help of the Denver 
lumber dealers, brought the attend- 
ance far beyond all expectations. 
Guests were admitted by ticket only. 
The introduction of fun and stunts at 
a mass sales meeting will long be 
remembered in Denver as a milestone 
of merchandising. 

It began with a “teaser” type direct- 
mail campaign to all builders, dealers, 
architects and designers in the area. 
The last of three mailings at two or 
three day intervals was a unique in- 
vitation to the barbecue held on the 
grounds of L.D.I.’s new plant at 
3800 Race St. Almost overnight, 
L.D.I. was swamped with calls from 
dealers for “more tickets,” and every 
branch of the trade was talking about 
and looking forward to “Barbecue” 
and to see a “girl” case and hang 
a door. 

3eginning at 6:30 P.M. the guests 
were invited to go through the en- 
tire plant and to see the new Ready 
Hung Door seven - station assembly 
line in operation. 


Following the plant tour, a show 
featuring Parker Willson, “The 
Swivel-Chair Cowboy” (a professional 
Master of Ceremonies), and a five- 
piece band, began in the paved park- 
ing lot outside. In addition to fun, 
gags and skits by the Emcee, local 
talent, directed by a professional 
stage director, put on a steady proces- 
sion of humorous stunts both on the 
stage and in the audience, some of 
which were “just for fun” and some 
having a “commercial” slant. 

After Barbecue was served by the 
caterer, began the installation of a 
Ready Hung Door unit by Eunice 
LaBoon, a petite housewife with no 
previous carpentry experience. She 
did a fully professional carpenter job 
including installation of door knobs 
and blocking behind the jambs in 10 
minutes and 50 seconds. 

Results? At the time of this re- 
port, sales were nine times the sales 
estimated for the initial period and 
three times the volume done in the 
same length of time in any other city. 


Time to Store Away Bulbs 


With frosts approaching the time is 
ripe for digging up bulbs and storing 
them. Bulbs stored through the fall 
and winter will remain fresh and ready 
for spring planting, if home gardeners 
provide proper temperature and mois- 
ture control. 


One easy way to maintain these con- 
trols is by using vermiculite as the 
packing material. Bulbs placed in this 
granular mineral are protected against 
freezing and rapid temperature fluc- 
tuations, and against excess moisture. 
Write Zonolite Company, 135 S. La 
Salle St., Chicago 3, Il. 


Midwest Field Representative 


Assignment of 
John M. Hess as 
field representa- 
tive for Douglas 
Fir Plywood As- 
sociation in the 
midwest with 
headquarters in 
Chicago, has been 
announced by the 
Tacoma, Wash., 
office of the in- 
dustry trade as- 
sociation. His appointment is part of 
a general expansion of plywood sales 
effort on behalf of suppliers, and 
western plywood manufacturers are 
presently investing a total of $1,700,- 
000 annually in their joint industry 
promotion. 

The field representatives of the in- 
dustry supply technical advice and 
assistance direct to plywood distribu- 
tors, retail lumber dealers and _ ply- 
wood users. Mr. Hess brings a broad 
background to the post. He has held 
a license as an architect in Illinois 
since 1948. A former major with the 
Corps of Engineers during World War 
II, he has been employed in the con- 
struction department of Swift and 
Company, Chicago, for more than five 
years. His work was architectural 
and structural design of industrial and 
commercial buildings of widely diver- 
gent types and construction. 


COMPANIES ANNOUNCE 


Puget Sound Plywood, Inc., one of 
the pioneer Douglas fir plywood man- 
ufacturers of the Puget Sound area, 
has announced the appointment of 
J. R. (Dick) Adams to the position 
of general manager. Mr. Adams has 
been treasurer and assistant man- 
ager of this company for the past 
seven years. He succeeds Joe H. 
Smith, general manager of Puget 
Sound Plywood, Inc., for many years. 
Mr. Smith resigned effective August 
8 and has moved to Crescent City, 
Calif., where he is in charge of the 
operations of the Paragon Plywood 
Corporation. 





JOHN M. HESS 





Trade Mark 






ES 
Ey 


Registered 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 





CALIFORNIA 
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KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods | 


"A Wood for Every Purpose” 
KIRBY BUILDING HOUSTON, TEXAS 











"Is it as Good as Kirby's?" 


ALIFORNIA 


SUGAR & WESTERN 


_ PINE AGENCY, INC. 
| #1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Selects and 
PIinE Shop 


California Ponderosa Pine ~ 
Mouldings and Cut Stock : 


e © / 
Yuger Pine Ypecirealists for 
ee ter of Ae we PEE Oh iee § tn ee ae ae emia ae emia et 


















Pattern Lumber 
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MAKE EXTRA PROFITS with 


temmiee LECO PERMANENT MAGNET 






with the 


PERMANENT MAGNET 


USE Leco-Latches FOR: Kitchen Cabinets e Medicine 
Cabinets e Music Cabinets e Tool Cabinets @e House 


Trailer Cabinets e@ Ship and Boat Lockers e@ Any 
Cabinet Door! 
Lasts forever — nothing to get out of order. Works per- 


fectly — even if doors sag or warp. Doors open easily — 
without snap, noise or jerk. Holds door in place firmly, 
yet gently. Easily installed. Improves appearance. 


NATIONALLY ADVERTISED — In Better Homes & 
Gardens, House Beautiful, Sunset, Popular Mechanics. Be 
sure you stock and display Leco-Latches, to take full ad- 
vantage of this powerful promotion! 


For literature, prices and name of distributor, write 


Laboratory Equipment Corporation 
St. Joseph 17, Michigan 














CIRCULAR SAWS 
REPAIRED 


Worn out Inserted Tooth Saws retoothed like new 
to slightly less in diameter. 


Only genuine Simonds Bits and Shanks used. 
Over 50 years’ experience 


J. H. MINER SAW MFG. COMPANY 
Meridian, Miss. 


The original Miner Service 


Write for free Lumber & Log Scale — Dept. A 
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GET YOURSELF MORE 
BUSINESS by using our car- 
toons in your newspaper 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, New 
Homes, etc. Mats come in 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 
RFD 3, Santa Ana, Calif. 











‘| know what I'm doing—those Gov- 
ernment restrictions don't stop me 


from puttin ids' 
heodel! ig a roof over my kids 


TTT eee me eee eee eee EEE EH EEEE EEE EES SEES ESSE ESTE EEE EE EEE EES 
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Genuine 


NORTHERN WHITE PINE 


(Pinus Strobus) 
Entering Our Thirtieth Manufacturing Year 
Continuous Supply Still Available 


IMMEDIATE SHIPMENT 
Straight or Mixed Cars 


@ Common Boards 
@ Barn and Drop Siding 
@ Sheathing 
@ Factory & Flask Lumber 
@ Knotty Pine Paneling 


KILN DRYING FACILITIES 


RAINY LAKE LUMBER CO. LTD. 


Sales Office: 


1026 Chicago Title & Trust Bldg. 
CHICAGO 2, ILL. 


Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Ont 
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Royal Oak Wholesale Co., 216 E. 
Harrison St., Royal Oak, Mich. (Mill- 
work Distributors),. is opening a 
branch warehouse at 2121 S. Michigan 
Ave., Saginaw, Mich., on October 1. 
The Saginaw Branch will carry a com- 
plete stock of Johns-Manville products, 
A. R. B. Removable Windows, and a 
representative stock of the items now 
carried in the Royal Oak Warehouse, 
which includes 18 nationally adver- 
tised products plus a complete line of 
stock millwork. Jack Murray, who has 
been with the Royal Oak Wholesale 
Co. for the past 13 years serving in 
the capacity of manager of the order 
department and as assistant sales 
manager, will be in charge of the 
Saginaw branch. 

C. Hager & Sons Hinge Manufac- 
turing Company, St. Louis, has an- 
nounced the appointment of Duff De- 
Witt as sales representative for the 
company’s Pacific Northwest Division. 
Mr. DeWitt will service Hager ac- 
counts in Washington and Oregon 
with headquarters at 13320 Corliss 
Ave., Seattle. 


Answers to What's Your 
Answer? 


Stop! Read questions on page 68 


1—Robbins Flooring Co., Reed City, 
Mich. See ad p. 79. 

2—Puts them all under one roof 
and sells them as surplus. See 
story p. 34. 

3—Trinity Mfg. Corp., 1049 Rich- 
mond St., Los Angeles 33, Calif. 
See ad p. 25. 

i—He pipes heat to it and keeps 
it well ventilated. See story p. 
10. 

5—Hollywood Hardware Mfg. Co., 
Los Angeles 16, Calif. See ad 
p. 59. : 

6—Hardly, as the Brooks Lumber 
Co. of Greensboro, N. C., dis- 
covered. See story p. 52. 

7—Micarta. It’s a U. S. Plywood 
Corp. product. See ad p. 11. 

8—Give them 38 months to pay. 
See story p. 62. 

9—Western white spruce, princi- 
pally a Canadian wood. See ad 
e. Si. 

10—The Masonite Corp., Chicago, 
Ill. See New Products, p. 72. 





OBITUARIES 


G. H. ZIMMER- 
MAN, 63, presi- 
dent and chair- 
man of the board 
of William Cam- 
eron Co., Waco, 
Tex., died of a 
heart attack Au- > 
gust 30. Mr. 
Zimmerman \: 
known to his in- 

timate friends as . 
“Zim,” had been 

a resident of Waco since 1910, and 
had a prominent part in many civic 
developments. 

Mr. Zimmerman had been asso- 
ciated with William Cameron Co. 
since 1910 when he went to Waco as 
a traveling salesman in the wholesale 
department. The next year he became 
assistant sales manager in that de- 
partment, and in 1914 when E. P. 
Hunter was made general manager 
of William Cameron Co., Mr. Zimmer- 
man succeeded him as sales manager. 

In 1915 he was made assistant sec- 
retary and in 1920 was appointed 
secretary of the company. His legal 
ability, intimate knowledge of the 
lumber business, and vigorous lead- 
ership were rewarded by increasing 
responsibilities in management of the 
vast lumber industry. He was chief 
of the company’s land, traffic and in- 
surance departments, general counsel 
and vice-president and general man- 
ager. From general manager Mr. 
Zimmerman became president in 1949 
and shortly thereafter chairman of 
the board, the highest position in the 
company. 


JOHN J. BLAUVELT SR., died Au- 
gust 25, at his home, after a long ill- 
ness, in Millburn, N. J. Mr. Blauvelt 
was active in the lumber industry for 
many years and was considered a 
leader in community welfare activities. 
His many friends and community as- 
sociates will mourn his passing. 


JOSEPH W. DEAL JR., died July 
29, although word just reached us of 
his death in Wichita. Mr. Deal was 
general manager of the T. M. Deal 
Lumber Company. He played an active 
part in the business and civic organi- 
zations of the Wichita area. Mr. Deal 
was in business with his father J. W. 
Deal in Laramie, Wyo., previous to 
assuming management of the T. M. 
Deal yards. He was at that time vice- 





W. R. Wrape Stave Company — Industrial Lumber Company 






Dixie Brand Oak Flooring — Oak Dimension Stair Treads 


Little Rock, Arkansas 
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Oak Trim and Moulding 
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president of the Mountain States Lum. 
ber Dealers Association. 

ALBERT M. JUREKA, secretavy- 
treasurer of the Fry-Fulton Lum)er 
Company, St. Louis, Mo., died August 
24. 

CHARLES G. YERKES, 68, presi- 
dent of the Algoma (Wis.) Plywood 
and Veneer Co., died September 3 ata 
Green Bay hospital. He went to the 
Algoma company in 1943 from Marsh- 
field, where he had been manager of 
the Roddis Lumber and Veneer Co. 
The Algoma firm is a subsidiary of the 
United States Plywood Corp. 





STRETCHES PAYMENTS— 
REMODELING BUSINESS JUMPS 


(continued from page 63) 





payment plan, are sent out sev- 
eral times a year to 10,000 
names throughout Hudson 
County. Each circular tells how 
to build or remodel something, 


gives materials list, monthly 
cost. ; 
The suggestion, “Use Our 


Budget Plan, 38 months to Pay,” 
appears on the bottom of all 
company stationery and envel- 
opes as well as statements and 
other direct-mail literature. 

Even Atlantic’s wall space on 
its building helps sell the budget 
plan. On each of two walls is 
painted a large sign: “Use Our 
Budget Plan for Home Repairs. 
We will supply the money for 
labor and material. No red tape. 
No delay.” 

A similar message is also 
painted on the bodies of three 
delivery trucks. Customers com- 
ing into the store are also re- 
minded of the plan by appro- 
priate posters on the walls. 





FILL THE COMMUNITY NEED 


(continued from page _ 60) 





— 


This not only produces an im- 
portant additional income, but 
provides a natural outlet for 
his own lumber and _ building 
supplies. The main store “sells” 
supplies to this department as 
they are needed. 

This general contracting de- 
partment was opened last Au- 
gust with Jim Hallett as man- 
ager. Under Mr. Hallett’s su- 
pervision, the Hicks Lumber 
Company has started to build 
homes and business buildings 
in the community. 
award to date is a $116,000 ad- 
dition to an elementary sciool 
11 miles from Salinas. Cur- 
rently the company is making 
a number of improvements 1 
the almost one-third mile jong 
lettuce sheds of Union Ice Co. 
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